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Living concrete in integrally 





colored 4"-high split block 
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Fireplace of concrete slump block has raked joints for added interest Painted, rough-textured units in running bond, a perfect patio background 


Conformity to area...strong resale value make homes 
of new-type living concrete a sound investment! 





Enthusiastic home-buyer acceptance is proving vestment value grows out of its special beauty 

concrete masonry has the advantages that give it and proved practicality. 

real value in today’s market. Be sure to see the new booklets about concrete 
With new shapes, textures, colors, and pat- masonry homes. They're yours for the asking. 

terns of laying, new-type concrete masonry creates (U.S. and Canada only.) 


homes of charm and enduring appeal. A modern 
material matched to the modern way of life, it’s 





truly living concrete. 
In every part of the country, living concrete 
has shown its ability to adapt to any architectural 





style, conform to any neighborhood. Lasting in- 


PORTLAND CEMENT ASSOCIATION 


Dept. A4-95, 33 W. Grand Ave., Chicago 10, Illinois 








A national organization to improve and extend the uses of concrete 











A change, in name only, for the oldest and most 
experrenced title insurance company in New York 
But 


Without change in our regard for the best traditions 
in title insurance, to which we are devoted exclusively. 


Without change in our forward looking approach to 
the needs of the lawyer and his real estate investing client. 


With deep awareness that it continues to be our 
function and duty to expedite the consummation of real 
estate transactions. 


For real estate title service by experienced title men and 
title insurance, the name to call is 


THE TITLE GUARANTEE 


Be company 


CHARTERED IN NEW YORK STATE IN 1883 


formerly 


TITLE GUARANTEE (and Trust )* Company 


* NO LONGER A CORPORATE FIDUCIARY 
HEAD OFFICE... 176 BROADWAY, NEW YORK 38, N. Y., WOrth 4-1000 
ILTILE LNSURANCE THROUGHOUT NEW YORK, NEW JERSEY, 


CONNECTICUT, MASSACHUSETTS, MAINE, VERMONT AND GEORGIA 
and other states through qualified insurers 
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One of a series by the Com- 
pany whose success depends on 
proprietor success. 


An important added safeguard 


for bankers in modern bowling 


Through its leasing of Automatic Pinspotters, 
AMF has been able to compile statistical infor- 
mation never before available to the bowling 
industry. The figures prove that four major ele- 
ments are essential for the successful operation 
of a bowling center. 


Bankers and officers of all lending institutions 
will be particularly interested in the need for 
modern equipment, one of the four essentials 
clearly established by business records from 
nearly 40,000 bowling lanes. For not only do 
AMF Automatic Pinspotters and related bowl- 
ing equipment fully satisfy this requirement... 
in addition, the very nature of the rental ar- 
rangement, under which AMF Pinspotters are 
supplied, provides an important added safe- 
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guard for those advancing mortgage money for 
new bowling centers: 


When a manufacturer supplies major equip- 
ment under a rental arrangement, the manufac- 
turer’s continuing, long-term interest in the 
welfare and prosperity of each establishment is 
guaranteed. This means that it is in the manu- 
facturer’s own best interest to advise the pro- 
prietor with great care in regard to site and 
many other important matters, and to service 
the equipment conscientiously and maintain it 
at peak operating efficiency at all times. This 
original and continuing interest is inherent in 
the rental arrangement, since the manufactur- 
er’s success depends on proprietor success! 


The nature of the rental relationship, guaran- 








teeing, as it does, never-failing, continuing in- 
terest and concern on the part of AMF, is a 
tremendous added safeguard from which bowl- 
ing proprietors and lending institutions alike 
can benefit. 


Location, adequate financing and competent 
management are other elements essential to suc- 
cess in modern bowling. Other advertisements 
in this series are devoted to each of these impor- 
tant subjects. 


AMF PINSPOTTERS INC. 


Subsidiary of AMERICAN MACHINE & FOUNDRY COMPANY 
AMF Building + 261 Madison Avenue + New York 16, N. Y. 


AMF and its Franchised Dealers are 
actively seeking new locations and 
individuals meeting the requirements 
mentioned immediately above. Financial 
institutions contemplating the advance- 
ment of mortgage money for new bowling 
centers are urged to communicate with 
AMF for reliable information. 


BOWL WHERE YOU SEE THE 


“MAGIC 
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*Protection 


Just as modern industry takes every precaution to protect 
its skilled labor . . . so does title insurance, provided by a reliable 


organization, thoroughly safeguard a mortgage investment. 


*There is no better protection 
for a mortgage than title insurance 
by American Title 


LICENSED TO WRITE TITLE INSURANCE IN 


Alabama + Arizona + Arkansas + Colorado + Connecticut + Delaware 
District of Columbia + Florida + Georgia + Indiana + Kansas + Kentucky 
Louisiana * Maryland + Michigan + Minnesota + Mississippi * Missouri 
Montana + New York + Nevada + New Mexico + North Carolina 
North Dakota + Oklahoma + Ohio + South Carolina + South Dakota 
Tennessee * Texas + Utah «+ Virginia * Wisconsin * West Virginia 
Wyoming + Virgin Islands + Puerto Rico 





4 THE MORTGAGE BANKER + April 1959 





—_ 


EAA ORE A TRI 


THE MBA CALENDAR 


May 4-5, Eastern Mortgage Conference, 
Hotel Commodore, New York 


May 21-22, Mortgage Servicing Clinic, 
The Biltmore Hotel, Los Angeles 


May 25-26, Western Mortgage Confer- 
ence, Multnomah Hotel, Portland, Oregon 


June 21-27, School of Mortgage Bank- 
ing, Courses I and II, Northwestern Uni- 
versity, Chicago 

June 28-July 4, School of Mortgage 
Banking, Course III, Northwestern Univer- 
sity, Chicago 


July 26-August 1, School of Mortgage 
Banking, Course I, Stanford University, 
Stanford, California 


August 2-8, School of Mortgage Bank- 
ing, Course II, Stanford University, Stan- 
ford, California 


September 21-24, 46th Annual Conven- 
tion, Hotel Commodore, New York 


CALENDAR OF 
PRESIDENT NELSON 


APRIL 
8-11, Texas MBA, Dallas; 13-14, Iowa 
MBA, Des Moines; 20, Birmingham MBA; 
21, Littlhe Rock MBA. 


MAY 

4-5, Eastern Mortgage Conference, New 
York; /4-16, Florida MBA, Ft. Lauder- 
dale; 2/-22, Mortgage Servicing Clinic, 
Los Angeles; 25-26, Western Mortgage 
Conference, Portland, Oregon; 27, Port- 
land Real Estate Board. 

JUNE-JULY 

21-27, School of Mortgage Banking, NU, 
Courses I and II, Chicago; June 28-July 
#, School of Mortgage Banking, NU, 
Course III, Chicago. 

JULY-AUGUST 

July 26-August 1, School of Mortgage 
Banking, Course I, Stanford University, 
Stanford, California; 2-8, School of Mort- 
gage Banking, Course II, Stanford Univer- 
sity, Stanford, California 

SEPTEMBER 

21-24, 46th Convention, Hotel Com- 
modore, New York. 

MONTH’S COVER: Our covers usually 
record some Association news event or de- 
velopment but not this one. It’s merely 
symbolic of Spring—or something. 

PRIME STATISTIC: More than 
$6,000,000,000 of new capital was avail- 
able to the national economy last year 
through the increase in aggregate accumu- 
lations of life insurance policyholder funds 
in the more than 1,300 life companies of 
the United States. Averaging $55 per 
policyholder, this brought the total of life 
insurance funds to $960 per policyholder. 

[his new capital came from the increase 
in aggregate assets of all U. S. life com- 
panies, which rose to $107,419,000,000 at 
the year-end 

Adding $12,000,000,000 made available 
for reinvestment from maturities, refund- 
ings, amortizations and sales of old invest- 
ments, this made a total of $18,429,000,000 
available for investment in the year. 
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T-I-C OFFERS “HOMETOWN” 
SERVICE IN 13 STATES . 





NEBRASKA 


MISSOURI 


ALABAMA 


YOUR LOCAL T-I-C MAN IS 
FAMILIAR WITH YOUR LOCAL NEEDS 





He will give you rapid, dependable title insurance 
service—backed by T-I-C’'s financial responsibility. 


T-I-C is now associated with CHICAGO TITLE AND 
TRUST CO. as a subsidiary corporation. 


TITLE INSURANCE CORPORATION 
OF ST. LOUIS 


810 Chestnut, St. Lovis, Mo. * MA 1-0813 
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Servicing Tips from the Top 


A monthly department about Mortgage Loan Servicing 
conducted by W. W. Dwire, Citizens Mortgage Corp., 
Detroit, and member, Mortgage Servicing Committee 




















Haste Can Be Costly Business 


By KENNETH E. BEST 
City Loan Closing Supervisor, Equitable Life 
Insurance Company of lowa, Des Moines 


HERE is a tremendous amount of 

detail in taking an application, 
closing the loan and then eventually 
selling it to the investor. In most 
instances, time is essential and in the 
haste of getting the job done, errors 
are made which, 
the correspondent an additional out- 
Some of these are: 


many times, cost 
lay of cash. 

1. Mortgagors’ shown 
differently in the 
papers than the way in which 


they took title. 


names are 
mortgage 


2. Note and mortgage do not have 
the same date. 
3. Acknowledgement in the mort- 
gage is not complete. 
+. Monthly payment is incorrect. 
». Insufficient hazard insurance. 
6. Errors in legal description. 
Whenever mortgage papers con- 
taining the above faults are forwarded 
to an investor, they must be returned 
for correction and refiling. Besides 
the additional cost to the correspond- 
ent, there is a delay in the payout of 
the funds. 
Other 
occasionally in the 


omissions occur 


papers. 


errors ol 
closing 
Some of these are: 
|. The address of the property as 
set out in the letter, 
survey, or certificate of insurance 
does not agree with that set out 
in the application transmittal 
file. No comment by the cor- 
respondent is given for the dif- 
ference. 


closing 


2. Photos of the property, whether 
existing or new construction, are 
not furnished. 


3. The assignment of the mortgage 


to the investor will show the 
incorrect date of the mortgage; 
or the filing date, book, page 
or instrument number of the 


recorded mortgage is in error. 


furnished if there is de- 
No follow-up to 


2300 
ferred 
investor when deferred work is 
completed. 

9. No check made to determine 
whether the insurance company 
writing hazard insurance meets 
the requirements of the investor. 


work. 


Most correspondents, after a careful 
check of the papers before closing 
with the borrower, eliminate 
errors. A further check of all papers 


these 


+. The title policy furnished has and material before loans are sent to 
errors in it such as names, dates the investor may eliminate consider- 
and recording information and able correspondence (increased post- 
has not been checked or cor- age charges) or the need for refiling 
rected. Occasionally, the title of certain mortgage documents (extra 
policy might have objections set filing fees). 
out under Schedule B on which It would appear that some cor- 
the correspondent should com- respondents do not read any further 
ment. down on the investor’s commitment 
>. No survey of the property is letter than to ascertain the amount, 
submitted. rate and term of the loan. Many 
6. No indication as to when the times additional requirements are set 
loan is paid to or what the out, especially on commercial loans. 
principal balance is at the time A little added attention here would 
the loan is shipped to the in- assure prompt disbursement. 
vestor. It would surprise many to check 
7. No advice if additional princi- on their postal bills and note the 
pal payments have been made. amount spent for ‘miscellaneous’ fil- 
8. No FHA final compliance in- '® sees. 
spection report furnished, if new Does this kind of haste cost you 
construction. No FHA Form money? 
= 














WE MAINTAIN AN ACTIVE, NATIONWIDE MARKET IN 


FEDERAL NATIONAL MORTGAGE ASSOCIATION 


Common Stock 


Blocks Round Lots Odd Lots 
BOUGHT SOLD QUOTED 
Call Mr. Ostema 
Cc. F. CHILDS and COMPANY 
INCORPORATED 


The oldest house in America specializing in Government Securities 


ONE WALL STREET 
Telephone WHitehall 4-7100 


Chicago « Soston e« Pittsburgh 


NEW YORK 5, N. Y. 
Teletype NY 1-2340 


Clevelond « St. Lovis « Denver 
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The Threat to the Dollar 
and What It Means for Us 


It couldn’t happen to us 


in the world which this nation has so long enjoyed is being challenged— 


but it has. The exalted economic position 


and on some fronts rather successfully too—by other countries and 


other peoples. Great changes are in the making all over the world 


and on their outcome will largely depend the kind of economy and the 


kind of life this country will know in the future. So, forgetting 


for a moment the problems confronting our industry, take a look with 


Mr. Champion at a much broader picture. Let us get a hard, cold, 


realistic view of just what is happening in the larger arena, and 


consider how the outcome of these events will affect us all. 


The challenges confronting us now are as serious as any which 


have ever faced us before. The country can meet them but 


it will take, as Mr. Champion spells out, some real sacrifices. 


Gry life story of every American 
is inextricably bound up with 
what happens to the nation’s interna- 
tional position. So interdependent has 
the world become—so interrelated are 
the domestic and world economies 
that none of us can escape the conse- 
quences of a basic change in our re- 
lations with other nations. And yet in 
the past several years some rather dis- 
turbing trends have developed which 
suggest such a change may actually 
be under way unless we act with vigor 
and courage to head it off. 

Here are three items which suggest 
we ought to dig beneath the surface 
to unearth any fundamental disturb- 
ance that may be in the making. 

Item One: Our nation has experi- 
enced a sizable gold outflow over the 
past year. For 1958 as a whole we 
shipped abroad about $2.3 billion of 
total gold stock today 


still 


gold, and our 
has fallen to around $20 billion 


a sizable figure, but the lowest since 
1946. During the recession a year ago, 
with interest rates falling, there were 
reasons why the United States 
But the out- 
flow has been persistent and is con- 
tinuing today, although at a reduced 


good 
should lose some gold. 


rate. 

Item Two: United States exports 
have fallen rather sharply. Our ex- 
ports actually fell from a peak rate 
of $21 billion annually in mid-1957 to 
$17 billion. 


sales was a 


a recent rate of about 
This decline in 


major contributor to the drop in do- 


foreign 


mestic output in early 1958. 
Three: We are hearing in- 
most of it from abroad) 


Item 
creasing talk 
that the dollar may be heading toward 
a period of severe trouble. Far-fetched 
as it may seem, there are reputable 
analysts in Britain and on the Conti- 
nent who even predict eventual de- 
valuation of the dollar. 


By GEORGE CHAMPION 





Actually these symptoms—these sur- 
face manifestations of potential 
trouble—are all interrelated. They in- 
volve the sum total of our economic 
relations with other peoples, relations 
which finally come to be reflected in 
the balance of payments between the 
United States and other nations. Most 
of us never look at this particular bal- 
ance sheet. Yet buried in the fine 
print are certain trends which we all 
ought to know something about. 


For one thing, it may not be widely 
appreciated that the volume of dollars 
the United States is providing other 
nations has increased immensely in re- 


cent years. Moreover, most of these 


dollars are not tied to any specific ex- 
ports. Take, as an example, the heavy 
expenditures that are made in connec- 
tion with American military forces 
abroad. Today our Government pays 
for the support of troops in Germany, 
and at 


England, Japan dozens of 





President, The Chase Manhattan Bank, New York, before 
Los Angeles Rotary Club, January 30 
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ROMPTNESS 





Today’s swift-moving real estate transactions 

call for title insurance that is handled with dispatch. 
Many mortgage lenders save valuable time 

through special, made-to-order procedures especially 


developed for them by Louisville Title. 





LOUISVILLE TITLE 


Puswuamce Company. 


HOME OFFICE * 223 S. FIFTH STREET * LOUISVILLE, KENTUCKY 
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other far-off bases. And of course the 
men themselves spend their pay. The 
result is an outlay of more than $3 
billion to countries which are the hosts 
the same 
time a dozen other streams are 
the imports we 


of our military men. At 
feed- 
abroad 


ing dollars 


buy (which are steadily increasing), 
our foreign aid, and the private for- 
send to other 


This foreign 


eign investment we 
countries among them. 
investment alone has more than dou- 
bled since 1955 

When all these dollar streams con- 
verge, they make a mighty river. Last 
year the sum total of dollars provided 
to other countries came to the impres- 
sively large figure of $25 billion. And 
it is a significant fact that, ceunting 
the 
dollars are being spent. 


world as a whole, not all these 
Indeed, over 
the past decade many individuals and 
many countries have sought to save 
dollars rather than to spend them. As 
a result the dollar balances and short- 
term investments held on foreign ac- 
count in the United States have more 
doubled now exceed $15 


than and 


billion 


Now this increase in dollars held in 


foreign accounts isn’t bad in itself. 
Over much of the post-war period the 
world suffered from a_ dollar 
It became the objective of 
governments and central banks to 
build up their stock of dollars, and to 
hold dollars was regarded as being as 


free 
shortage. 


good as holding gold. For some coun- 


has become a thing of the past. Such 
countries no longer have a pressing 
need to build up balances in the 
United States. On the contrary, if 
they are to retain the balances already 
here, if they are not to convert them 
into gold, they must stay convinced 
that the dollar will indeed continue 


. we come to the heart of the matter: the dollar must be kept 
strong and respected in every country of the world. For if it 
ever proves otherwise, if the dollar ever begins to be questioned 
and a feeling generated that the United States cannot properly 
manage its affairs, then our nation, indeed the whole free world, 


will find itself in deep trouble. 
But this does not mean we should wait 


trouble at the moment. 


We clearly are not in deep 


and act only when trouble becomes acute. Certainly we should 
not wait for any real crisis to develop. The fact of the gold flow, 
the fact that questions are being raised about the future of the 
dollar—these are warning signs which it would be folly to ignore.” 


tries this dollar shortage still persists 

India, the Philippines, Brazil and Ar- 
Many 
countries are lesser developed lands to 
which we channel much of our aid. 
But for a number of others, particu- 
larly in Europe, the dollar shortage 


gentina are examples. such 


to be as good as gold. 

So here we come to the heart of 
the matter: the dollar must be kept 
strong and respected in every country 
of the world. For if it ever proves 
otherwise, if the dollar ever begins to 
be questioned and a feeling generated 




















Arkansas 
Delaware 
District of 
Columbia 
Florida 








| TITLE INSURANCE IS FUNDAMENTAL PROTECTION 
for the safety of mortgage investments. The Title Guarantee Company, 


| with 75 years’ experience, renders complete Title Insurance service in: 


Georgia North Carolina 
Louisiana Ohio 
Maryland South Carolina 
Mississippi Tennessee 
New Mexico Texas 


| THE TITLE GUARANTEE COMPANY 
Home Office: TITLE BUILDING + BALTIMORE 2, MD. 


Telephone SAratoga 7-3700 





Utah | 
Virginia 

West Virginia 
Puerto Rico 
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that the United States cannot prop- 
erly manage its affairs, then our na- 
tion, indeed the whole free world, will 
find itself in deep trouble. 

We clearly are not in deep trouble 
at the moment. But this 
mean we should wait and act 
when trouble becomes acute. Certainly 


does not 
only 


we should not wait for any real crisis 
to develop. The fact of the gold flow, 
the fact that questions are being raised 
about the future of the dollar—these 
are warning signs which it would be 
folly to ignore. What are the fears in 
the minds of our 
What are the 


friends abroad? 


dangers which we 


Americans must guard against? I 
think they can be boiled down to 
these : 

First, there is concern that the 


United States is pricing itself out of 
foreign markets—that it cannot 
achieve the level of exports necessary 
to prevent a continuing outflow of 
gold. 

Second, and related to the first, 
there is fear that we may lack the 
necessary discipline to keep our costs 
and prices under control—in other 


words, to avoid inflation. 


DRAPER 


And third, I might add, there is 
concern that our country may be in 
the process of scrapping some of the 
fundamental principles which in the 
past made it that we 
may be foregoing our reliance on free 
enterprise and individual initiative in 
order to take the easy road of govern- 


have strong 


ment action and subsidy 


The World Is Showing Us 
That We Have Competition 


It certainly would do us no good to 
deny that we are encountering diff- 
culties in some export markets. I men- 
tioned earlier the rather sharp decline 
in shipments abroad this past year. 
Some of this reduction, it is true, is 
due to cutbacks in demand. In Europe 
business is now experiencing a mod- 
erate letdown in activity much 
like ours of a year ago. And some of 
the raw material like South 
America and Africa, are suffering 
from lower prices. Yet the fact still 
remains that American exports are 
holding up less well, relatively, than 
those of many nations including Ger- 
many, Britain, and Japan. Moreover, 


very 


areas, 


we have testimony from a number of 
our producers that they no longer 
can match firms when it 
comes to prices on a wide range of 
items. Producers of electrical equip- 
ment tell us their counterparts in 
Britain or Switzerland build a 
generator for considerably less than it 
can be produced here. We used to be 
exporters of all kinds of copper prod- 
ucts, but now we are importers. Or 
take the Blough tells 
about the industrious Japanese who 
buy scrap metal in California, haul 
it back to their mills in the Orient, 
manufacture it into finished products, 
and ship it back across the wide Pa- 
cific to undersell American producers 
by such wide margins as $29 a ton on 
reinforcing bars. We can hardly com- 


foreign 


can 


story Roger 


pete in Latin America when foreign 
producers undersell us in our own 
front yard. 

Then turn to still a different sector 
of our economy—agriculture. Almost 
from the founding of our country the 
United States has been known as the 
world’s primary source of supply for 
certain farm staples, especially cotton 
Prior to World War II 


and tobacco. 
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our country provided nearly 40 
all cotton that entered into 
world trade. By the early ‘fifties, after 


two decades of inflating farm prices, 


per 


cent ol 


we furnished only one-fourth of for- 


eign shipments. Meanwhile, stocks be- 


gan to mount sky-high in our ware- 


houses. So what did we do? Did we 


try to make ourselves truly competi- 


tive in the world’s cotton market? Not 


in the least. Our Government said 
that it would compete, but only on 
the artificial basis of a subsidy. This 


season it is estimated our exporters 
will ship abroad some 4 million bales 
by selling cotton at an average around 
28/2¢ 
the 


nique of course was employed to dis- 


a pound, almost a fifth below 


domest price The same tec h- 
pose of wheat, rice, and othet prod- 


ucts in world markets. Truly this ts 
one of those situations that might even 
have seemed strange to Alice traveling 


in Wonderland! 


Now I don’t want to imply that all 
of our problems in export markets are 
making—that we can’t 


of our own 


Home of select 
Mortgage 


Investments 


d in St. Louis and suburbs 
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compete on any range of items. That 
just isn’t true. After all, we are ship- 
ping abroad some $17 billion of goods 
more than any other single 
nation. The trouble is that $17 billion 
just isn’t enough to balance our ac- 


a year 


counts, and we have to put ourselves 
in a position to expand the volume. 


The Tariff Walls Get Higher 
And Higher in Many Countries 


Here 


areas of the world 


that in some 
and it is particu- 

American ship- 
pers face tariffs, quotas and other ob- 
that confronted by 


Indeed, some of these 


I ought to say 


larly true of Europe 


stacles are not 
other 
obstacles are designed specifically to 


exclude United States products, and 


nations 


except for liberalization by Germany 
and by France on raw material quotas, 
the 


convertibility in Europe didn’t affect 


recent moves toward currency 


them. 
Take the case of automobiles. For- 
eign cars are having quite a vogue 


We 


lowered 


even 


here in America. 





SOLON GERSHMAN, 
President 


12 So. Hanley 
St. Louis 5, Mo. 


the tariff on them recently from 10 
per cent to 34% per cent. But what 
about American cars abroad? True, 
their price has gone up and they cost 
more. In countries like Britain, Italy 
and France, a buyer can hardly get 
an American car if he wants to. 

Ernest Breech recently cited the 
case of a 1959 Ford Fairlane, which 
carries a price in California of about 
$3,400, including taxes. Mr. Breech 
points out that “in France, the deliv- 
ered price of that car is about $8,200. 
It includes no than $3,200 of 
duties. In Italy the car would cost 
$5,800, with a penalty of $1,400. And 
in England the price would be about 
$8,000, with the penalty composed of 
a 30 per cent duty. 


less 


“Moreover, as if this not 
enough, imports are further limited by 
severe quotas and other devices. Thus 
France admits only a relatively few 
cars from outside the European Com- 
mon Market, the United Kingdom 
presently restricts imports from the 
United States and Canada to 650 


were 





Call or write for detailed information today 


ershman 


INVESTMENT CORP. 


| PArkview 5-9300 


i 


automobiles per year, and Italy admits 
only a few hundred American cars.” 

One could go on and read off a 
long list of other products, from re- 
frigeration to machinery to chemicals, 
that face similar obstacles. On some 
of these our producers might not be 
able to compete, even if the barriers 
But on others—particu- 
un- 


were down. 
larly specialized products — we 
doubtedly could. 

Initially, of course, there were good 
reasons for these discriminating bar- 
riers. Europe had been torn by war, 
was bady hurt, and it 
was woefully short of dollars. But 
these circumstances are a thing of the 


its industry 


past. 

The time has come for most Euro- 
pean countries to stop singling out 
United States products for special 
treatment. They should move to elim- 
inate discriminating quotas and other 
that we allowed to 
compete as best we can, on the same 
terms as other suppliers. 


devices, so are 


I wish I could say that this were 
all that would be needed to solve our 






problems. But unfortunately it isn’t. 
There are other deeper, highly signi- 
ficant trends, to which we ourselves 
hold the key, and which also have 
an impact on our position in world 
markets. One of these goes back to 
the whole vital matter of prices, and 
the persistent tendency toward infla- 
tionary pressure here in the United 
States: and another, not unreleated 
to this, is the growing inclination to 
whenever the 


turn to government 


going gets tough. 
Our Price Rise Since i955 
Has Been Substantial 


No producer can expect to hold on 
to his market if prices are pushed in- 
cessantly higher. And yet that has 
been the rather unhappy record for a 
the past 
years. Since 1955, at least, prices have 
risen more in the United States than 
in either Germany or Japan, and this 
in spite of the fact that the Federal 
Reserve System did all that it could 
to stem the advance. 

Now we don’t have to look very 
far to find the majer source of this 


number of items over few 
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pressure on prices. It comes from ris- 
ing costs—and the chief item on the 
list is labor costs. The story is too 
familiar to need retelling. Many have 
lived through it; the wage increases 
that far outrun any gains in produc- 
tivity; job featherbedding, which is 
uneconomic and indeed morally in- 
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defensible: and still other labor 
tices which interfere with the process 


pr ac- 


of passing savings on to the consumer 
Most 


verse 


of us could cite chapter and 


the it is that the 


leaders who take this path really do 


ind pity of 


a disservice to every citizen individu- 


ally ind the nation as a whole 


Let me cite a story as one hears it 


told abroad—the pattern of the future 
as some of the foreign seers profess to 
It goes like this. “The United 


States lacks the internal discipline (or 


see if 


to control its 
As a 


S. producers will continue to 


should I say fortitude 


costs Prices are bound to rise 
result 
lose out in world markets even if other 
countries quit discriminating against 
them, and the adverse balance of pay- 
The gold flow will 


persist, and at some point, as the hold- 


ments will remain 


ers of dollars become concerned, the 
will The 


United States will then be faced with 


flow turn into a torrent 
the necessity to devaluate the dollar.’ 
That, in essence, is what some of our 


foreign critics are saying 


Now | think for a 


that any such pattern of events will 


don't moment 
take place, and the consensus of in- 


tormed economists is that it will not 


But it 
us to hide our heads in the sands and 


happen would be foolish for 


conclude that it would never come to 


pass. At all costs, we have to guard 
the integrity of the dollar. and that 
means that we all have to work to 


curb the forces that could weaken it. 
You may have heard the old saying 
“God save the Queen, but only the 
English people can save the pound.” 
Well, only the American people can 
keep the dollar sound. 


This that 
remove the pressure on prices that 


means, too, we have to 


could arise from a continuing Gov- 


ernment deficit. Here we are, running 
a $12 billion annual deficit at a time 
of mounting We quite 
rightly give help to many other coun- 
working through a 
variety of agencies to do so. The 
Monetary Fund and the World Bank, 
in providing such help, rightly insist 
their 
pay- 


prosperity 


tries that need it, 


balance 
then 
Then we 


that nations 


fisc al 


recipient 
budgets, as well as 
ments with our countries. 
turn around and do the opposite our- 


selves. 


Absolutely Essential Is 
Control of Expenditures 


It just won’t work. No nation any 
more than any family, can long exist 
if it tries to run counter to the funda- 
mental laws that guide economic life. 
We, too, must bring our public ex- 
penditures under better control and 
balance our dollar outgo with income. 

The 
takably clear that this is his policy, 
that he aims for a balanced budget. 
the American 


President has made it unmis- 


Now it is up to us, 
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people, to tell him and Congress 
clearly and without equivocation that 
we are back of him one hundred per 
cent—that we strongly urge a cut in 
expenditures. 

There is no doubt in my mind that 
if we tackle this problem with vigor 
and determination we can lick it. It 
is not enough for trade associations, 
business clubs and other civic organi- 
zations to send resolutions to Con- 
gress, though of course, these actions 
are good in themselves. In the final 
analysis it comes right down to the 
individual. What do you and I do 
about it? Do we 
heard? Do we take the time and make 
the effort to opinions 
plainly and vigorously to those who 
represent us in the Federal Govern- 
ment? (And state and local govern- 
ments, too, for that matter. 


And when we talk about 
expenses, we should make it 
that we mean the non-essentials, and 
not vital items like defense and essen- 
tial foreign aid. When it 
defense, an establishment that is sec- 
ond to none is vital. Nothing is more 


make ourselves 


express oul 


cutting 
known 


comes to 


perilous or useless than a second-best 
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defense. And related to this is our 
foreign aid. I don’t mean aid to coun- 
tries that are piling up dollar bal- 
ances—any aid to them, including the 
military, ought to be re-examined, and 
indeed it now is being re-examined. I 
mean aid to countries that really need 
it: countries in Asia, the Middle East, 
or other that under 


without it. 


areas may go 

I realize it has been fashionable to 
blame the national deficit on the need 
for huge defense and foreign aid ex- 
penditures. Yet I wonder how many 
of our citizens appreciate that of the 
$7 billion increase in Government ex- 
penditures this year, none flows to 
foreign aid and only $1.7 billion rep- 
resents an increase in defense outlays. 
Where does the remainder go? Well, 
$2.4 billion (the largest single in- 
crease) is going to the farmer: $1 bil- 
lion is going for housing; about $400 
million has been earmarked for added 
unemployment benefits; and the re- 
mainder of the increase is scattered 
among other beneficiaries. It is sig- 
nificant that a sizable portion of these 
outlays subsidy to one 
group or another. I am afraid that 
it is fast becoming a habit in our 
country to regard Washington as a 
highly convenient storm cellar—a 
place for one and all to run to at the 
first sign of disturbance. Unfortun- 
ately, this is too often true of busi- 
other groups, with 
subsidies flowing to such diverse fields 
as housing, shipping, aviation, and 
now to the whole area of small busi- 
ness. 


involves a 


ness as well as 


But probably no area receives as 
heavy a subsidy today as does agri- 
culture. Almost one-fifth of all cash 
income for farming (close to $7 bil- 
lion) flows from the Federal Govern- 
ment. Moreover, this farm subsidy has 
a double meaning in terms of our in- 
ternational position. Not only is it a 
major contributor to the unbalanced 
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budget, and hence to the concern 
about inflation, but it also acts to price 
us directly out of important world 
markets. I have already mentioned 
the gap that exists between the world 
price and our own domestic price for 
such crops as wheat, rice and cotton. 
The truth is that the farm program 
of our Government, now almost a 
quarter century old, effectively de- 
prives the United States and the world 
of some of our most productive re- 
sources. 


Controlled Farm Program 


Is a Good Case in Point 


For I’m completely convinced that 
if farming were permitted to develop 
unhindered in America, we could pro- 
duce many staples here more cheaply 
than anywhere else, and all to the 
benefit of peoples everywhere. 

I am sure that all who are familiar 
with the cotton situation in Cali- 
fornia would agree. But perhaps an 
even more dramatic example is to be 
found in the case of rice. Experts tell 
me that if the controls were to be re- 


moved from rice output, modern 
methods would make it possible to 
produce rice more cheaply in the 
South than in Orient—and this in 
spite of the fact that the laborer in 
the Orient earns only 20c a day. 
Clearly there is something wrong 
with a program that blocks this kind 
of efficiency, and spends $7 billion in 
the process of doing it. The underly- 
ing truth may be that in exports the 
United States may find itself heading 
toward a growing advantage in farm 
products, even as compared with 
many manufacturers. We cannot ig- 
nore the fact that in the postwar 
period, productivity in farming has 
been increasing by 6% or more a 
year, while that in manufacturing has 


grown a bit less than 3% on the 
average. In such circumstances it 


should be natural for us to place in- 
creased emphasis on the export of 
farm items. That is a main reason 
why our farm program needs to be 
revised and brought into harmony 
with the facts of the Mid-Twentieth 
Century. 


(Continued on page 39, column 1) 
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“Vortgage Banker 


The Real Instability in 
the Mortgage Market 


“In the guise of stabilizing the mortgage market, of promoting 


continuity of building activity, and of helping the home buyer 





ail 


laudable enough objectives—the government through these (FHA and 
VA) systems has produced the most unstable element in the whole economy,” 


says Mr. Colean. But the instability could be changed to stability 


if these systems were permitted to operate as responsible 


self-supporting agencies in a free money market 





although, 


in his opinion, there should be only one government sponsored 


system. Here Mr. Colean cites the evidence to show how instability has 


been the result of an effort where stability was the primary objective. 


HE elders of the Buddhist Kuan 

Yin Temple in San Francisco's 
Chinatown have attained considerable 
status as economic forecasters. It 
seems that with the advent of the 
Chinese new year, the elders gather 
to consult their ancient god Yi Ching 


as to the prospects of the months 
ahead. Last year—the Year of the 
Dog—they forecast about this time 


that a wave of prosperity would hit 
the country around the end of June, 
which was indeed the time that the 
beginnings of recovery became widely 
evident. 

Their forecast for the present year 

the Year of the Pig—was revealed 
a few weeks ago. The elders expect 
for 1959 that “People will spend 


money; saloon keepers, hotel opera- 


tors, and business men will all do well, 
maybe including even automobile 
salesmen. Reformers, both of people 
and of nations will have a 
time.”” So far as I have been able to 
learn, however, the elders have not 
specifically included in their calcula- 
tions the Congress of the United 
States or the 


the economy 


impact of its actions on 
of the country. 

From the point of view of the 
maintenance of thei 
undoubtedly well that the elders have 
stopped short of this. For I take it as 
principle that the 
intrudes into 


prestige, it is 


a demonstrable 
that 
an economic activity, the more un- 
stable and unpredictable that activity 


more government 


becomes. 


Probably as good an example as 


By MILES L. COLEAN 


harder 


there is of the working of this prin- 
ciple is provided by the government- 
sponsored home mortgage credit sys- 
tems operated by FHA and VA. In 
the guise of stabilizing the mortgage 
market, of promoting continuity in 
building activity, and of helping the 
all laudable enough ob- 
jectives—the government through 
these systems has produced the most 
in the whole econ- 


home buyer 


unstable element 
omy. 


A few figures will be sufficient for 


the demonstration. Taking the two 
operations in combination during the 
last decade only, the number of pri- 


FHA and 


VA systems has varied as much as 46 


vate houses started under 


per cent up and more than 40 per 
cent down in a single year. In the 





Economist, before ABA’s Savings and Mortgage Conference, 
New York, March 4 
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VA taken by itself, the 


annual variations have been as much 


operation, 


as 96 per cent on the up side and 


»3 per cent on the down side 

If the 
basis of completed loan transactions 
the fluctuations are 


activity is examined on the 


instead of starts, 


hardly less violent. Annual numbers 
of mortgages guaranteed by VA have 
about 80 


nearly 40 


increase ol 


decrease ol 


varied from an 
per cent to a 
per cent; and of mortgages on one- 
to four-family homes insured by FHA 
from an increase of 43 per cent to a 


decrease of nearly 26 per cent 


Anothe1 


and 


revealing indication of the 


violence instability of this ac- 
tivity is offered by the statistics of the 
FHA VA 


mortgages acquired by life insurance 
Taking the two operations 


annual volume of and 


( ompanies 


together, the annual range of ac- 


quisitions has been from an increase 
of 64 per cent to a decline of 45 per 
cent. If acquisitions of VA mortgages 
are taken separately, the variations are 
really spectacular, from 616 per cent 


up to nearly 67 per cent down 


I have not been able to find any 
other measure of productive activity 
that shows as great a variability. For 


comparison, we may take two of the 


most unstable: automobiles and steel. 
Che 
production during the last decade oc- 
1952, 
FHA- 


houses 


greatest decline in automobile 
curred over the years 1951 and 
with a decline of 35 per cent 


VA 


started 


activity in terms ol 
their 40 pet 
cent 195 l 
In the year after the 1955 peaks in 
both areas, automobile production fell 
FHA-VA 
The 
drop in automobile production during 
1955 through 1957 


beat this with 


decline in the single year 


starts 
total 


27 per cent while 


tobogganed 31 per cent 


these years from 


was 23 per cent, as compared with a 
decline of 56 per cent in FHA and 
The 


production in 


VA starts in the same period 
fluctuations in. steel 
spite of the Korean War step-up, the 
effects of two strikes, and two busi- 
ness recessions in a decade are mild 
compared to FHA and VA starts. The 
widest amplitudes in output of steel 


ingots has been only 33 per cent on 
the up side and 24 per cent on the 


down side 


Such FHA and 


VA operations have displayed cannot 


variations as the 


be explained on the assumption of 
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comparable changes in the demand 
for housing. There have, to be sure, 
been changes in the 
characteristics of demand within the 


some notable 
decade; but these manifest themselves 
only gradually and cannot produce the 
abrupt shifts that we have noted. As 
a matter of fact, one of the most stable 
elements in the economy has been the 
volume of housebuilding that has re- 
sulted from conventional mortgage or 
all-cash financing. The most extreme 
variations in conventionally financed 
starts since 1948 have been a 28 per 
cent rise in 1950 in face of the pros- 
pect of another wartime shut-down 
and a decline of a little more than 8 
per cent in the following year. Other- 
wise, the year-to-year range has been 
no more than 10 per cent up and 7 
per cent down. 

Che only plausible explanation of 
the instability of FHA and VA ac- 
tivity is to be found in the influences 
legislative and 
anothe1 


exerted upon it by 


administrative actions. In 
context, I have referred to it as “con- 
trived instability” because of its un- 
natural character and because of the 
obvious difficulty of achieving it with- 
out some noneconomic, consciously di- 
how 


rected notwithstanding 


misdirected the impact may be. 


impact, 


Reasons Are There for All 
lo See and Understand 
The 
not too hard to identify. 
deavored to set them out in a paper 
prepared for the Senate Banking and 


sources of the instability are 


I have en- 


Currency Committee as follows: 


>> The determination of interest rates 
by statutory or administrative action 


rather than by the forces of the 


market 
>> Frequent 


terms 


changes in mortgage 


>> Infusions of government funds in 
varying amounts and at irregular in- 
tervals for making or purchasing FHA 
and VA mortgages. 


>> Arbitrary 


amount of mortgage insurance author- 


limitations on the 


ized, requiring frequent extensions. 


>> Inflexible 
amount of FHA earnings that may be 
purposes. 


restrictions on the 


used for administrative 


>> The timing of actions relating to 


interest rates, mortgage terms, sup- 


port operations, and insurance and 
expenditure authorizations according 
to the fortuities of the legislative yea 
or to assumptions as to political im- 
pact rather than according to the con- 
ditions in, or requirements of, the 
market. 

The remedies are apparent in the 
statement of the causes. They get 
down to allowing the insured and 
guaranteed systems—and to my mind 
there should be only one government- 
sponsored system—to operate as re- 
sponsible, self-supporting agencies in 
a free money market. But I am not 
so much concerned with remedies to- 
day as with effects—first, the effect on 
forecasting: and second, the effect on 
the homebuilding business itself. 

The effect on forecasting is 
concerting, to say the least. Some fore- 
casters, faced with a situation like 
that of the winter a year ago, assume 
that the government will do “some- 
thing” and that hence a decline will 
be overcome. But the history of gov- 
that one 


dis- 


ernmental actions shows 
“something” may be counteracted by 
another “something,” or that the ef- 
fect of any given “something” will be 
quite different from what was in- 
tended. This reliance on an assumed 
but unknown governmental action is, 
I insist, a hazardous basis for predic- 
tion. 

In the winter of 1957-58, one could 
not have safely predicted that the 
“something” would be a billion dollars 
of Treasury money fed through the 
Federal National Mortgage Associa- 
tion on the basis of advance commit- 
ments and at a submarket interest 
rate. This particular “something” had 
in it all the elements that brought 
down on FNMA the wrath of Con- 
gress in 1950. To those with memories, 
among the 


its repetition was not 


“somethings” most expected. 

In the winter of 1958-59, when the 
exhaustion of this special FNMA oper- 
ation and the tightening of the money 
market indicated a possible decline in 
the rate of housebuilding, many 
builders apparently calculated that 
this year’s “something” would be more 
of the same. As the months move on 
into the spring building season, it is 
now apparent that this is not to be 
the case. Instead, we presumably are 
to have a half-hearted move toward a 
market rate of interest for VA-guar- 


anteed loans and for certain types of 
FHA-insured mortgages—a move that 
few predicted with any confidence 
three months ago. 

Now 
these changes 
ently unforeseen other possibilities 
the the The 
reasoning run something like 
this: A 5% per cent interest rate for 
guaranteed loans, although not a pat 
rate, would undoubtedly attract more 
funds to VA mortgages and result in a 


we have the task of working 


not to mention pres- 


into forecast for year. 


would 


larger number of houses so financed. 
Without the 
ever, the number would be much less 
than the 102,000 of 1958—say 80,000 

so the increase would have to be 
considered against this lower base. My 
estimate is that the number of VA- 
financed starts with the new rate will 
be about double what they would be 


new interest rate, how- 





without it, or about 60,000 more than 
last year’s—a rate of increase in line 
with past experience. 

All of this 
crease in the total number 
Because many lending institutions pre- 
fer VA to FHA mortgages at equiva- 
lent interest rates, there will be some 
shift of funds to VA of what otherwise 
would FHA; and be- 


cause some borrowers who might have 


would not be net in- 


of starts. 


have gone to 
used conventional financing will take 
advantage of the liberality of VA 
financing, there may also be some shift 
from this area. Putting all this to- 
gether, it looks to me like a probable 
net increase of 30,000 to 40,000 new 


units, bringing the total number of 


and a growing apprehension of being 


private starts for the year from around 
left exposed to the normal forces of 


a possible 1,160,000 to 1,190,000 or 
1.2-million. Because of the lateness of 
the season in which the change would 
be made, I should expect its impact to 
be felt later in the year and to act to 
maintain the level in the last half of 
the year, counteracting a downtrend 
that might have taken place. 


the market piace. 

This to me is the most disturbing 
aspect of the situation into which we 
have drifted the postwar 
period. If it continues in the same 
direction it has been pointed, the 
homebuilding economy will become as 
dependent on government support and 
the agricultural 


during 


More important in the long run 


than the woes of the forecaster and _ protection as_ is 
the market analyst in face of this economy, and the government will 
repetitive political tinkering with the have created for itself and for the 


tax-paying public an incubus that may 
make that of its agricultural operation 
comparison. In_ the 


mortgage system is its effect on the 
homebuilding industry. What we are 
what, in fact, to a large ex- 


created—is a 


seem mild by 
course of such a development, the 
decision becomes 


creating 
tent we have 
situation in which 
are made less on the basis of market 
considerations than they are on the 
supposed effects of actual or antici- 
pated governmental decisions. This 


already 
range of private 
limited. Builders build what Congress 
guesses they ought to build rather than 
themselves decide the 
as they have been 


business decisions 


they 
demands 


what 
market 


“If it (the present trend) continues in the same direction 
it has been pointed, the homebuilding economy will become 
as dependent on government support and protection as is 

the agricultural economy, and the government will have 
created for itself and for the tax-paying public an incubus 


_that may make that of its agricultural operation seem mild 


by comparison. In the course of such a development, the 
range of private decision becomes limited. Builders build what 
Congress guesses they ought to build rather than what they 
themselves decide the market demands—as they have been 
building under-$13,000 houses because that is what FNMA 
would buy under its special assistance operation. Because 
governmental decisions are based upon estimates of political 
advantage or upon subjective concepts of what ought to be 
rather than upon the hard facts of what the market demands, the 
instability we have already observed will certainly increase.” 


building under-$13,000 houses _be- 
cause that is what FNMA would buy 


under its special assistance operation. 


kind of speculation not only can lead 
the miscal- 


subtle 


to disastrous results for 


culator, but it also breeds a 


poison in the free enterprise system. 
We have had an ominous example 
of this this very spring. The extent to 
which many builders have based thei 
calculations on the anticipation of a 
helping hand from government, the 
insistence of many of them the 
restoration of the special FNMA pro- 
the creation of some other 


on 


gram o1 
instrumentality that will assure them 
an “adequate supply of mortgage 
credit available at all times,” the lack 
of confidence so widely expressed in 
an unsheltered money market, all re- 
veal a growing reliance on government 


THE MORTGAGE BANKER « April 1959 


Because governmental decisions are 
based upon estimates of political ad- 
vantage or upon subjective concepts 
of what ought to be rather than upon 
the hard facts of what the market de- 
mands, the instability we have al- 
ready observed will certainly increase. 
I do not have to point out what this 
road leads to. But I do presume to 
that it is high time to take 
a sharp look ahead, to come to a 
decision as to whether or not this is 
the road we want to follow, and to 
move strenuously to change direction 
while the occasion still permits. 


suggest 
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How to Prep 


the two years we have 


OR 
been 


construction of multi-family residential 


past 


experiencing a boom in 


units. This has been primarily notice- 


able in sections of the country where 


rapid growth has occurred in the past 


years. A rather unique trend has 


ten 

been the development of apartments 
in the so-called 
central core areas 
of many cities. The 
close-in, rathe 


typical, apartment 
locations have con- 
tinued to be active 
in new apartment 
buildings, and the 
suburban areas 


had 


greatest upsurge in 





have the 


C. A. Bacon 


apartment building activity 
In fact, these past few months may 
the 


boom 


well be the beginning of tide of 


an apartment building which 
will carry through into the anticipated 
era ol 1960’s which we all 


look forward to with great expectation. 


the early 


Our firm has been active in financ- 
ing apartment buildings in Our metro- 
politan area and has enjoyed a con- 
siderable volume of business from this 
type of development. Our experience 
been these 


all 


loans which, in addition to being at- 


has a profitable one for 


are relatively large conventional 


tractive to oul outlets, are a welcome 


addition to our servicing portfolio. 


However, getting this business on the 
books 
though the market has been favorable, 


was not without toil for, al- 


special skills and knowledge had to 


be developed. This article is written 


with the intention of sharing ow 


experience with those who may be 


anticipating activity in this field or are 
now experiencing difficulty in placing 
such loans. 


For the most part, the success that 
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a mortgage banking firm has in plac- 
ing any loan is primarily dependent 
the in- 
vesting policies of its investors. This 
is especially true in the placement of 
apartment house loans and I cannot 
over-emphasize So, 
first and foremost, know your investors’ 


on a thorough knowledge of 


its importance. 
requirements as well as the individuals 
who have the responsibilities for mak- 
ing the decisions. 
Che second phase—and the one on 
this article will concentrate- 
This is where 


which 
is the loan submission. 


you make or break your deal. 

A good submission must present a 
complete and clear investment picture 
in the the Many 


investors supply their correspondents 


mind of investor. 
with submission forms that are very 
helpful in providing basic information, 
but much more is needed for a com- 
plete submission. In the case of apart- 
ment buildings, we are involved with 
income producing real estate and a 
complete appraisal is of paramount 
should accompany 
It should be a nar- 


importance and 
each submission. 
rative-type, customized appraisal to 
answer all questions which your outlet 
with and 


is particularly concerned 


should include the following: 


>>? DESCRIPTION OF LOCA- 
TION: It is extremely important that 
you describe completely all the char- 
acteristics which will help measure 
the location by 
apartment dwellers. Here, the credi- 
rental schedule, which 


the desirability of 
bility of 
will be the basis of your income ap- 
later in the report 


youl 


proach to value 
stake. Some of the important 
points which you should cover are 


is at 
General location of subject (address 
and section of city 
Distance to 100 per cent downtown 


retail area; 


are a Loan . 


Distance to public transportation 
travel time to downtown and major 
employment areas and cost 

Zoning description as defined by 
local ordinance; 

Distance to schools, churches, parks, 
neighborhood shopping facilities, and 
recreational facilities; 

[ype of resident in immediate area 

professions, wage scale) ; 

Degree of development of apart- 
ment buildings of immediate area and 
present trend; 

Physical description of immediate 
surroundings; 

Summary opinion of location re- 
garding subject property. 
>> BUILDING DESCRIPTION: 
Without a complete and accurate 
description of the subject building it 
is impossible to determine the com- 
petitive advantages or disadvantages 
or degree of functional obsolescence 
which may effect the subject. This 
narrative description of the building 
include: Basic type of con- 
exterior and interior) ; 
how many? type? 
interior finish; mechanical 
heating and plumbing, 


should 
struction de- 
scription of units 
size? 
equipment 
etc.); extra features (storage, air-con- 
ditioning, appliances, furnishings, 
etc.); size of building (how many 
floors, square footage, cubic footage 
summary opinion of subject property’s 
competitive position regarding physi- 
cal attributes of building. 
2? LAND VALUATION: An accu- 
rate measurement of the market value 
of the subject parcel is important, not 
only in your physical or reproduction 
cost approach to value, but necessary 
in your income approach to value 
where it may be prudent to use the 
building residual technique in the 
capitalization of net income to deter- 
mine the building value. 

Your narrative section under land 


n Submission for an 


APARTMENT BUILDING 


valuation should include a descrip- By C. A. BACON 

tion of the subject parcel (size, topog- Vice Secstiens: Mortgage Investments Co. 
raphy, utilities, soil, off-site improve- Denver 

ments, etc.). Next it should include 


documented evidence of land value by 
the assemblage of at least five ade- 
quate land sale comparables. Each of _ ' ' 
these land sale comparables should be The boom in apartment construction during recent years has been 


individually compared to the subject q sybstantial one and, as of the moment, seems likely to continue. 
parcel and the subject parcels value, 
The returns to sponsors from apartment house construction 


should be adjusted by these compari- 
sons. From these adjusted comparisons fave been such that venture capital has been attracted and 
an accurate measurement ol land » ‘ } } bl TI ° t t 
: : . : 2¢e ; > > vac ‘'y ratio ap ents 
value con jentifichiy te made financing has been possible. The vacancy ratio for apartmen 
>> BUILDING VALUATION: An_ over the country has been satisfactory. Based on the standard 
accurate estimate of the reproduction =m eqsyring sticks, the outlook is still a favorable one from the 
cost of the subject building is, of pal f : 
course, always the primary factor in /ender’s viewpoint. For many mortgage bankers, the present period 


your physical valuation. Evidence of represents their initial experience in apartment house loans— 
construction cost of comparable build- ; als: Agee 
ings should be included with proper “he last really big activity in this field was before many of them 
adjustments to the subject building were in the business. The loan submission is important, most 
for quality variances or extra features. a a ” 
Perhaps you subscribe to a service "portant, because it is “where you may make or break your deal, 
providing your locality with accurate says Mr. Bacon. That is what this article is about, how to 

and up-to-date construction cost in- ' ver 
dices. These mav be well used. If vou P7CP@Te @ good apartment house loan submission, and 
have made construction loans oncom- is a project of the Conventional Loan Committee 
parable buildings, you can certainly of which Carey Winston of Washington is chairman. 
abstract accurate cost factors which ' ;, ‘ 
can be applied to the subject case. If 
the submission involves an older 
apartment building, a full explanation 
of your depreciation allowance must 
be made. 

2> MARKET VALUATION: The 
market value approach in the case 
of an apartment building appraisal 
is somewhat the result of many indi- 
vidual applications of the income 
approach. Apartment buildings are 
purchased as income producing in- 
vestments by purchasers who use, as 
their primary guide to value, an 
analysis of the potential net income 
that can be expected from the prop- 
erty in question. Therefore, to develop 





a reasonably accurate estimate of 
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value by the use of this approach you 


must first obtain evidence of the ac- 


tual purchase price and respective 


gross rents of several apartment build- 


which are 


ings comparable in size, 
quality, condition, age, and location 
to the subject property. From these 


sales you can abstract an annual gross 
rent multiplier which, when applied 
to the known or proven annual gross 
rent of the subject, will result in an 
accurate estimate of market value. In 
most cases actual sales evidence and 
gross rent figures can be obtained but 


the sales comparables found may vary 


so much in age, quality, condition, 
location and size that the use of a 
gross rent multiplier will result in 


inaccuracy 


Although the gross rents shown fo1 
such comparables may be accurate, 
operating expenses will vary resulting 
in disproportionate net incomes. The 
only time credibility can be given to 
such sales comparables is when accu- 
rate annual net income factors (ap- 
can be obtained for 
then 


income mul- 


praiser adjusted 
the time of each sale. You may 


abstract an annual net 


tiplier which when applied to the 
known or proven annual net income 
of the subject will result in an accu- 


rate estimate of market value 


The disadvantages and obstacles in 
the way of accurately determining a 
valuation by the market data ap- 
proach make it very time consuming 
to be used with emphasis. However, 


you should gather all data on known 


sales of apartment buildings and 
assemble a large enough file of in- 
formation which will eventually en- 


able you to use this approach with 


a reasonable degree of accuracy 


>>? ECONOMIC VALUATION 
(Valuation by Income Approach): As 
previously stated, apartment buildings 
are purchased as income producing 


investments and it is reasonable to 
assume that this approach to value 
should be given the most weight. Ac- 
ap- 


praisal should be the most compre- 


cordingly, this section of your 
hensive and detailed part of the entire 


submission. 

lhe first step is to compile complete 
rental data of comparable apartment 
the 
the subject or comparable areas. Six 


buildings in immediate area of 


to eight comparable buildings are 


usually sufficient. You should submit 


a photograph of each rent comparable 
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used with its rental schedule and a 
brief description of the building, size 
of units, built-in features, location and 
degree of occupancy. The units in the 
subject property should be compared 
with each rent comparable used and 
adjusted accordingly. A final estimate 
of market rents are made from these 
individual comparisons and listed in 


a schedule of rents. 


For an existing apartment building, 
the owner’s rental schedule may be 
used if the rents of comparable build- 
ings substantiate those rents as being 
the market and an ab- 


not 


indicative of 


normal vacancy problem does 
exist. 

Upon completion of the schedule 
of rents for the subject property, it 
is necessary to consider all economic 
factors which may cause the present 
market rents to be lowered. Are rents 


abnormally high because of an ab- 


normal shortage of units and large 
demand? Is the subject property lo- 
cated in an area having land available 
for competition to grow? Do the units 
in the subject property lack the nec- 
essary size, built-ins and other ameni- 
ties to be competitive in the future? Is 


the subject property located in an 
area a transition is taking 
place, or is probable, involving the 
tenants of in- 


where 
infiltration of lesser 
come? 

These and other questions which 
high 


create doubt of a continuing 
rental value effect the procedure 
known as stabilizing rents. This is 


a procedure of reducing the estab- 
lished market rents of the subject 
property to a degree which, in the 
mind of the investor, compensates for 
which may or 
This allows a 


, 


these “fear factors’ 


may not be realized. 
long-run view of the earning power 
of the building which is necessary to 
determine loan value, the real purpose 
of the appraisal in a loan submission. 
It will be these stabilized rental values 
which you will use in arriving at the 
annual income to be used in 
the next step which is the completion 


of the income and expense statement. 


gross 


The purpose of this statement is to 


arrive at an accurate measurement 
of net income which, when capitalized 
at a justifiable rate of return, will indi- 
cate the subject’s economic value. On 


this page is shown a typical income 





Stabilized Annual Gross Income 
Vacancy (5% 
Effective Annual Gross Income 
Expenses: 
Fuel 
Elec. 
Water 
Janitor 
Painting & Dec. Tenants 
Painting & Dec. Other 
General Repairs 
Supplies & Sundries 
Res. for Repl. Mech. Equip. 
Res. for Repl. Carpeting 


Halls & Exterior 


Management 5% 
Insurance ( Actual 

Trash Hauling 

Elevator (Service Contract 
Taxes 


Total Expenses (42.6% 


Net Income Before Depreciation 





INCOME AND EXPENSE STATEMENT 


21 Unit Apartment Building 


Res. for Repl. Buffet Unit Furn. 


$26,220 
1,311 


$24,909 


$ 740 
150 
210 

1,200 
550 
150 
275 
100 
950 
680 
200 
1.260 
350 
75 
120 
3,600 


10,610 


$14,299 








and expense statement. 


At this point you should devote a 
paragraph to explaining the methods 
by which you arrived at the estimated 
used in the 
Per- 
haps you subscribe to the services ot 
your local Board of Realtors or Prop- 
Association which 


annual vacancy factor 


income and expense statement. 


erty Manager’s 
make periodic reports on vacancies of 
apartment buildings in your city. It 
is sometimes possible to get accurate 
vacancy factors from the owners of 
the rent comparables which you used 
in establishing the market rents of 
the subject. These are the two most 
common methods used to validate the 
vacancy factor used in your statement 
which is an important consideration 
to accurately determine net income. 


Each Expense Item in 
Report Must Be Justified 


Now that 
effective gross income it is most im- 


you have verified the 
portant that you devote a section of 
the report to the justification of each 
expense listed the 
and expense statement. If the subject 
is proposed construction, this will re- 


item on income 


quire an investigation into actual ex- 


penses incurred for corresponding 
items by comparable apartment build- 
locality. If the subject 


is an existing building, past operating 


ings in you 


statements of the property should be 


and adjusted to include 
those annually non-recurring expenses 
which may not appear on all operat- 


For example, prepaid 


obtained 


ing statements. 
insurance, replacement of mechanical 
equipment, furnishings, major repairs, 
etc. 


With the completion of the justifi- 
cation of you will 
accurately determined the net income 
which the subject property can be 
expected to earn under proper man- 


expenses, have 


agement. 


The net income is now capitalized 
at a rate to allow for adequate return 
on the investment and proper allow- 
ance for depreciation. This rate, as 
well as the method of capitalization 
used, must be justified with an ex- 
planation giving the reasoning behind 
The results of this com- 
putation will be your economic valua- 
tion (valuation by Income Approach) 
which, as stated previously, will be 
the valuation that receives the great- 


its choice. 


consideration of the three 


proaches. 


est ap- 
A summary paragraph can be 
included at this point giving your 
opinion of the subject’s loan value 
from which you compute or justify 
the loan amount and terms as applied 
for. 
Briefly 
standing and adequacy of the bor- 


comment on the credit 
rower and make a final recommenda- 
tion of the loan regarding the amount, 
terms, etc. It is 
include in this paragraph such rule- 
of-thumb computation as the loan pe 


room, loan per unit, percentage of 


rate, also well to 


loan to value, etc. 

This basically completes the ap- 
praisal for loan purposes except the 
inclusion of the following exhibits: 

1. Map of city adequately marked 
to show items covered in descrip- 
tion of location. 

2. Photographs of subject property 
and street scenes. 

3. If proposed construction, complete 


set of plans, specifications and 


plot plan. 





“And so you see, Mr. MacFarland, 
it pays Mortgage Bankers 
to do business with 
Paramount.” 





+. Location map showing location of 
Rent Comparables and land sale 
comparables used. 
A cover letter should 
the completed submission briefly out- 
lining the loan request and including 


accompany 


appropriate commentary. 


Submission May Seem Detailed 
But These Loans Come Big 


This type of submission may appeal 
to be content but 
in mind that you are usually request- 
ing a large single loan and the in- 
vestor is justified in having all perti- 
nent information to be able to give 
proper consideration to your submis- 
Also that as 
develop _ this 
portfolio, valuable data will be com- 
piled which makes each additional 


excessive in bear 


sion. remember you 


section of your loan 


submission less burdensome. 


With this commentary on an apart- 
ment building submission in 
mind, I strongly recommend that you 
take advantage of the opportunities 
that exist today and appear evident 
in the future in the development of 
apartment building loans. 


loan 


Paramount Fire 
Insurance Company 
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Operating a State Wide | 


OUTH Carolina is, comparatively 
speaking, a small state. From 
part 


Greenville, in the northwesterly 


of the Charleston, on the 
coast in the southerly part of the state, 


is only 225 Pos- 
that 


State, to 
the distance miles 


sibly this accounts for the fact 
the statewide operation of our com- 
pany has been very satisfactory, not 


only for us. but also tor our investors 
Finding investors who do not have 

a correspondent in any part of the 
State 1S not easy 

and is becoming 
more of a problem 
We must 


could 


each day 
admit we 
conduct oul pro- 


‘ram as we do 


without the sup- 
port received 
trom our investors 





. js who provide us 
Calvin G. Ridgeway | 
funds for a steady 


competitive operation. At the present 


time we are correspondent for five 


investors four msurance companies 
and one savings bank) and also are 
servicing a small volume for FNMA. 


[wo of the insurance companies have 
Che third 
has approved the counties of Green- 
Richland 


Char leston, 


approved the entire state 


ville, Columbia and 


and the fourth has ap- 
proved Greenville and Spartanburg 


The 


proved five counties, Greenville, Spar- 


counties savings bank has ap- 


tanburg, Richland, Sumter and 


Charleston. The cities of Columbia, 
Charleston, Greenville and Spartan- 
burg make up the larger population 
centers 

Chere are, of course, advantages 
und disadvantages to a statewide op- 
eration. Some of the advantages: A 
much larger servicing volume is made 
possible. When business is slow in one 
city, it may be good in other areas of 
the state, thus maintaining a reason- 


business. 


ably steady volume of new 
When an investor needs market data 
or other information on a statewide 


basis, we have available a statewide 


organization which can go to work 
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following one general contact from 
the home office. Field inspectors find 
that inspections are greatly facilitated 
by working with a statewide organiza- 
tion. Obviously the advantages greatly 


outweigh the disadvantages. 


The main disadvantage would be 
the fact that costs of developing new 
business and servicing are greater 
when spread out over a wide area. 
Most of 


lina is developed on a case or “spot” 
not have the 


the business in South Caro- 
basis. that is, we do 
large tract developments seen In many 


other areas. 


Che word solicitor or solicitation in 
the mortgage business has a different 
meaning now than it did a few years 
several about all a 
had to do was sit back 


ago. For years, 
loan solicitor 
and wait on the business to come in. 
He was making more loans than he 
had ever made and more than he had 
making. Now, it’s 
The mortgage bank- 


dreamed of 
a different story 
the good desirable loans 


evel 


ers making 
today are the ones out soliciting the 


business. 


Solicit, as we all know, means to 
ask for, to earnestly seek to obtain by 
persuasion, to beg of persistently. We 
develop new business under two plans, 
one being the branch office system and 
the other the sub-correspondent ol 
representative system. Our home office 
with branches in 


is in Greenville 


Columbia, Florence and 


even though our Charles- 


Anderson, 
Charleston 
ton setup is different from the other 
branch offices Our branch office 
managers are paid a salary plus a por- 
tion of the profits, if any, from the 
branch office. The income from the 
branch office is from origination only 
and no servicing income goes into the 
This 
be producers. At 
is not available and/or loans 


branch means that they must 


the same time, if 
money 
obtained, the manager’s 
salary All of the employees 


in the branches are employees of the 


cannot be 


goes on. 


company just as they would be if they 
were in the Greenville office. We work 


very closely with these offices, ready 
to assist in any way possible as the 


need arises. 


The home office and the branches 
cover large areas of the state working 
with builders, realtors and individual 
home buyers. We do not pay any 
builder or realtor for a loan whether 
it be FHA or conventional. We do 
not make a practice of letting a 
builder or realtor take the loan ap- 
plications. We prefer to talk with the 
applicant personally. We try to give 
each applicant as much time as is 
needed to properly obtain the infor- 
mation required. At the same time, 
we go into detail as to the type of 
loan to be made, closing costs, pre- 
payment privileges, rate of interest, 
amount of monthly payment and date 
payment will be due. 


In the other areas not covered by 
one of our offices, we appoint a sub- 
correspondent or representative. The 
representative is restricted to a certain 
area and works through our company 
exclusively. By this I mean that we 
will not take a loan from this area 
unless it comes through our repre- 
sentative, and he is not to place a 
loan elsewhere until we give him the 
authority to do so. We work with our 
representatives strictly on a commis- 
sion basis. They keep the | per cent 
origination fee collected from the bor- 
rower on FHA loans and the finder’s 
fee that we receive from the investor 
on conventional loans is paid the rep- 
resentative. 


These men are not typical brokers 
but are sub-correspondents or repre- 
sentatives of our company. In every 
respect their activities on our behalf 
are designed to dove-tail with the 
standards and policies of our general 
company operations. All of their ac- 
tivities are constantly under review 
and inspection, both in the home and 
branch offices and in the field. They 
develop loan business and take appli- 
cations and process them to our home 
office. They assist in making surveys 


of market conditions and housing 


le Mortgage Loan Business 


Not too long ago the idea of operating a mortgage loan business on a 


state wide—or over an even larger area 





was unheard of but today 


there are a great many firms that do just that. Just as the mortgage itself 


has been freed from its purely local confines, so has the business of making 


mortgages been expanded until now there are scarcely any limits as to 


geography and area. Here Mr. Ridgeway tells how his firm does a 


state wide business, how the branch offices and representatives function, 


their compensation and how each operation is planned and 


what is expected of it. 


needs. They become familiar with the 
requirements of our investors and are 
kept advised of any changes. We work 
with our representatives very closely 
and give them any assistance they may 
need. We screen these men very care- 
fully on a number of points and select 
the ones feel can do the 
best job for us and our investors. To 


whom we 


properly effect such screening, it is 
necessary to consider the status of the 
individual in the community and the 
nature of his profession or regular line 
of employment. 

Most of our representatives are in 
the insurance business or the real 
estate business, or perhaps have an 
operation which includes both. Rep- 
resentatives who are engaged in these 
fields usually have contacts with all 
the usual sources of home loan busi- 
ness, yet are not many times in direct 
competition with such sources. We 
want our representatives to be persons 
who can work with all builders and 
real estate agents in his immediate ter- 
ritory. For instance, we will not use 


By CALVIN G. RIDGEWAY 


Vice President, C. Douglas Wilson & Co., Greenville, S. C. 


a builder as our representative be- 
cause we feel that if this is done, our 
source of business would be limited to 
his own activities inasmuch as other 
builders would not be inclined to deal 
with or through him. The same situa- 
tion might apply to real estate brokers. 

All loan payments are received at 
the home office in Greenville and all 
accounting is done here. Branch office 
managers and sub-correspondents help 
work delinquents when necessary. 
They are furnished a list of delin- 
quents in their area from time to time 
so that they will be aware of the 
number of delinquents we have in 
their territory and can assist in help- 
ing us with our collections. Virtually 
all of our loan submissions and other 
contacts with the investors are han- 


dled through the home office. In ad- 


dition, the home office maintains ade- 
quate records, maps, references and 
other data to keep pace with field de- 
velopments throughout the state. A 
great deal of time is spent on matters 
of this kind as well as visits to the 
branch offices and sub-correspondents. 
This enables us to keep up with cur- 
rent business and make proper prep- 
aration for the handling of new areas. 

Those not engaged in an operation 
such as ours, or who are not familiar 
with it, will undoubtedly raise the 
question as to whether or not our 
servicing problems are aggravated by 
a statewide operation. One example 
of such problems which might be 
thought of would be delinquencies in 
so-called outlying areas and small 
towns of the type which have figured 
so prominently in the Voluntary 
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Home Mortgage Credit Program 
[There is also the matter, from time 
to time, of modifications, releases and 
other changes in existing loans. We 
have found from experience that the 


problems of this nature are not un- 





duly aggravated. The home office, of 
course, is the location of the chief 
emphasis on these problems, but a 
rreat deal of assistance is rendered by 
our branch offices and we feel that 
we have, at all times, sufficient per- 
sonnel directly employed on salary by 
the company to give the necessary at- 
tention to any serious development 
In addition, we have found our sub- 


correspondents most cooperative in BS Population UP 


handling requests growing out of this : o/ 
phase of the operation and it is un- ; 47.9 o over 1950 


derstood that they will assist us wher- 


ever they can ~e 


Coal l a l nified O) pe ration : a 
Serving Many Areas as Posstbli 
. 
It is also necessary. of course, tor = Non-Agricultural 


both home office and branch office 


personnel to spend a considerable — Employment UP 

amount of time in the field, not only 63 o/ 1950 

in the production of business, but in “4 Over 

the handling of servicing problems *K ° 
[t will thus be seen that our goal is : 

a unified operation designed to serve = 

as many local areas as possible, utiliz- 


ing standard policies and procedures 


Manufacturing 

: | Employment UP 
Statewide nature of our operation Nas , , 
been a very big factor in our past | 65. 1% over 1950 


ind present progress and it is part 


to serve both our investors and our 


customers. We are convinced that the 


of a future which is encouraging to 
contemplate. We feel, for instance, 
that we are in excellent position to 
cooperate in the Certified Agency Pro- 
rram if and when it is extended to 
our state. In addition, we have had 


the privilege of a constantly growing 


/ 
circle of friends, acquaintances and 
contacts in an atmosphere which pro- This spire aling growth of a sound economy 
vides us new ideas, new opportunities reflected in the increase of popul: ition, em- 
and a greater variety of that most ployment and manuf: vcturing—spells out the 
valuable commodity—mortgage loans. need for more and more Florida homes. 
The First National Bank of Dunedin has 
[To allow builders time to make offered mortgage service to out-of-state in- 


necessary adjustments from its old vestors for over 20 years. We shall be most 
Minimum Property Requirements to happy to receive your inquiries. 

the new Minimum Property Stand- 
ards, FHA has set July | as the date 


when the MPS’s become mandatory 


on a nation-wide basis, although they . 

will go into effect on April 1. During \) ZL 

the three-month interim period build- WALL LLY 
ers may » either the 


use old or the new 


standards. BANK YY BANK of DUNEDIN 
: , DUNEDIN, FLORIDA 
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The DELINQUENT 


W hat do you do with this fellow, 


UILDERS get their profit and, 

like T'V cowboys, take off in a 
cloud of dust, whereas we've got to 
live with the guy in the house for 
thirty years. (Did someone say forty?) 
his is obviously an exaggeration, for 
in the first place there is a one-year 
builder’s warranty, and secondly, the 
life expectancy of a mortgage loan is 
generally estimated to be twelve years. 
Nevertheless, twelve years is a long 


time, and whether we like it or not 
we're married to the home owner 
until the loan is paid off—or fore- 


closed. 

Have a look at a few troublesome 
cases and it’s ten to five you'll find 
that in almost every instance the bor- 
rower required that little extra push 
to qualify creditwise. You don’t have 
to spend a lot of time looking up the 
names of borrowers whose payment 
records are less than satisfactory. Just 
select at random a few “thick” file 
folders, and if there are too many in 
your fortfolio it’s a sign of 
trouble. Unfortunately, there’s no in- 
stitution for the treatment of delin- 
quents, and poor payment habits, in 
most cases, can only be temporarily 
cured. There’s nothing in the book, 
however, that says chronic delinquents 
must be accorded special treatment 
during the life of a mortgage loan. 


sure 


Perhaps the best approach to the 
problem is to avoid, if possible, going 
to bat in the beginning for a poor 
credit risk. However, from a realistic 
viewpoint, this is often very difficult 
because of pressures that are brought 
to bear by those whose sole interest is 
in closing the transaction. There is no 


why is he always late”? There’s one 





and usually more 





in every office. The trouble he 


causes means that the cost of servicing his loan 


is way out of proportion. No two methods 


of handling delinquents are the same— 


there are varying ideas of the value of the 


soft approach and the tough attitude. 


Here’s one set of ideas about what to do 


with The Chronic Delinquent. 


profit in an unsold house, and con- 
sequently most parties to a_ trans- 
action will insist that you bend over 
backwards to approve the deal. 
Often this creates a very awkward 
situation. Naturally you want to ap- 
pease sources of business, but at the 
same time you can’t escape the fact 
that weak credits rise to plague you 
later on and delinquent loans are ex- 
pensive to service. Maybe this is just 
one of the risks of the mortgage busi- 
ness, a risk which is best avoided 
when the loan application is rejected 
by the government rather than by the 
mortgagee. Then it can be said, “We 
did our best but just couldn’t get Doe 
approved,” and friendly relations are 
preserved for the next go around. 
It’s not suggested that all delin- 
quents are dead beats. Those who 
have experienced financial reverses 
beyond their control and have suc- 
ceeded in pulling themselves up by 
their bootstraps, should not be denied 
mortgage credit. A prolonged siege of 
illness in the family, heavy educational 
expense, unemployment due to busi- 
ness failure and other catastrophes can 


By T. T. HYDE, Ill 


quickly put a man behind the financial 
eight ball—we all know. Since the 
dollar can be stretched only so far, 
situations often arise which contribute 
to an unsatisfactory credit rating. Ap- 
proving the application of one cur- 
rently experiencing such difficulty is 
regarded as poor underwriting but 
after the individual is back on his feet, 
has taken care of his obligations and 
is gainfully employed, he is, in the 
writer’s opinion, as much entitled to 
full consideration as the applicant who 
has not suffered similar misfortune, 
perhaps even more consideration. If 
we treat these as “ex-cons” (and this 
has happened) we have failed to 
recognize our obligations to serve the 
public and in the long business of 
living we are the ones who perhaps 
suffer the most. 

The 
ownership always 
cost of setting up housekeeping. Very 
few first-time buyers have any con- 
ception of the expense involved over 
and above the actual cost of acquisi- 
tion. Such may include the 
purchase of new furniture, draperies, 


enthusiasm of home 


overshadows the 


normal 


costs 





Vice President, First Mortgage Corporation, Richmond 
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household equipment, not to consider 


the picket tools, and 


fence, garden 
numerous to 


that 


other “essentials” too 


mention It’s ironical many 
purchasers whose credit is excellent at 
the time of loan analysis would fail 
to qualify six months after the trans- 
action is closed due to the accumula- 
tion of heavy indebtedness. Mention is 
made of this. not to discourage home 
ownership, but to emphasize the im- 
portance ol baby-sitting each new bor- 
rower during the infancy of the loan. 


The mortgage honeymoon ends 
abruptly and often tragically if new 
borrowers are permitted to step off on 
the wrong When this happens, 
it’s difficult and often impossible to 
call a halt, and collection problems 


wise before the ink is dry on the 


foot 


mortgage documents. Sometimes it’s 
the lender’s fault. Failure to 


instructions re- 


irre d- 


ately issue written 


varding mortgage payments, etc., Can 


create such a situation, and when 


confronted with the necessity of 


‘doubling up” a month or so later, 


those borrowers who live from hand 


to mouth are faced with a financial 


crisis. Excuses by lenders for failing 


to promptly notify borrowers range all 


the way from blaming attorneys fo1 


neglecting to rush completion of the 


legal work, to pointing the finger of 


those 


accusation at responsible for 


establishing records and accounting 


procedures. In a business as compli- 
certain 


there 


cated as mortgage banking, 


delays are understandable, but 


can be no excuse for failing to tell 
each borrower, preferably in writing 
at loan closing, when and where the 


first payment is due and payable and 


the exact amount. Later, the bor 
rower can be sent a copy of the 
amortization schedule and any othe 


data which may be customary 


Encourage collection personnel to 


scan the newspaper and clip articles 


on accidents, divorces, judgments, 


deaths, fires, and other unusual cir- 


cumstances. You'll be surprised how 


many names will ring a bell, and by 


discussing the matter with the bor- 


rower, a delinquency may be averted. 
this should 


Information of nature 


certainly be filed for future reference. 
Caution attorneys handling loan clos- 
ings to refrain from saying that mort- 
rare payments are not past due until 
15th for these is no 


after the sure! 
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way ol getting payments In at the 


eleventh hour. 
Halfway Measures Won't Work 
In Dealing with Delinquent 
No matter carefully credit is 


screened, delinquencies are bound to 


how 


For example, you could screen 
and 


occul 
all of 
have a perfect picture, but you can’t 


your original borrowers 
control subsequent property sales and 
purchasers who have no respect for 
contracts they have assumed. Some 
delinquents, with persuasive handling, 
can be cured; but seldom the chronic 
delinquent. This type of individual 
promises and, 


little con- 


does not live up to his 
therefore. is deserving of 
sideration. There is no sense in sitting 
up with a corpse. Drastic action some- 
times produces temporary results, and 
one of the most effective methods of 
handling the chronic delinquent is to 
take photographs of his house in full 
Chances 


view of all his neighbors. 


are by the time you get back to the 
office, he has called to find out what’s 
Simply explain that the 


photographs will be used with an ap- 


gomg on 


praisal of the property in connection 
with foreclosure proceedings and that 
you would like an appointment to in- 
spect the house. If this doesn’t produce 
results, visit the property with a real 
estate agent, explaining that you want 
opinion regarding 
foreclosure 


an independent 
value in advance of the 
sale. Agents who envision the possi- 


bility of a listing are generally very 


FHA 
VA 





cooperative. This, however, should not 
be done unless all efforts to restore the 
loan to current status have been ex- 
hausted. 

Most delinquencies result from an 
overextension of debt. There are cases, 
however, marital difficulties 
arise and the parties involved are un- 


when 


willing to cooperate and salvage any 
equity that may be in the property. 
About the only approach to such a 
problem is to immediately advise both 
parties of your intentions and take a 
positive position that unless the loan 
is immediately restored to current 
status, foreclosure proceedings will be 
instituted. In a situation of this kind, 
it is usually necessary to find out what 
the property will bring on the open 
market because both parties want to 
know what they can reasonably expect 
to divvy up from the proceeds of a 
sale. Such information is promptly 
passed on to the husband and wife, 
and usually they will agree to list the 
property for sale, keeping the monthly 
payments up to date until the sale is 
consummated in order to avert fore- 
closure and loss of equity. 

Intelligent supervision of delinquen- 
cies is of vital importance to every 
efficient servicing operation. Those 
who fail to stem the tide in this period 
of relative prosperity cannot be ex- 
pected to cope effectively with the 
problem of handling delinquencies if 
and when the economic pendulum 
swings in the opposite direction. 


MORTGAGE FINANCING 
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NATIONWIDE EXPANSION OF CAP SPELLS OPPORTUNITY 
AND RESPONSIBILITY FOR MORTGAGE BANKERS 


UST as soon as the Congress provides addi- 

tional FHA insurance authorization, the Certi- 
fied Agency Program will be expanded on a na- 
tional basis—and this may prove to be one of the 
most important FHA developments in many years, 
indeed, for the mortgage banker it could well be 
one of the most advantageous moves since the 
agency was set up 25 years ago. For the pattern 
of CAP represents a great many of the proposals 
which our industry has advocated for years. CAP 
is as good an answer as could be found for making 
the FHA loan competitive with 
others. What is more impor- 
tant, it offers the mortgage 
banker the best vehicle for be- 
ing competitive in service, speed 
and other factors with his prin- 
cipal mortgage competitor. 


Think that over a bit and 





recall how many of your loans 


have gone to the competition 


Walter C. Nelson 


because of speed alone! 


Extension of CAP nationwide will bring with it 
a new responsibility for the mortgage banker, for 
that is essentially what the program is—a transfer 
of certain responsibilities and duties from FHA to 
the mortgagee. Recently certification was with- 
drawn from two certified lenders—evidence that 
the mortgage lender can fail his responsibility and 
that FHA will not countenance laxness. Actually 
there are opportunities in CAP that the careless 
lender can take advantage of, and it will be too 


bad if he does as the recent action proves. 


My purpose here is to sound an alert to all 
approved mortgagees that, since CAP has proved 
itself and is now being extended nationally, when 


you get into it, go in prepared to follow it to the 


letter—and, above all, do not minimize in any re- 
gard the added responsibility you are assuming. 
Expect and prepare for a certain period of orien- 
tation. The technique is somewhat different from 
what you have known but the added burdens are 
small compared to the advantages you will receive. 
Remember that CAP offers you the opportunity to 
place loans in outlying areas and in communities 
where you could never have done so in the past. 
You can disregard entirely, in my opinion, (and 
I have checked this as completely as I know how) 
the sometimes repeated remark that FHA, at its 
operational level, isn’t too interested in CAP’s 
success because it means less for the personnel to 
do. That might have been true in the initial 
experimental stage—I do not think that it was- 

but it certainly isn’t true today. FHA is throwing 
every resource into this program, it wants success 
and I, for one, know that it can succeed. But 
success will depend—more than any other one 
thing—on the very people who are members of 
MBA because these are the mortgagees who are 
doing the business and who can produce more 


loans under the CAP plan. 


To me, CAP is now something entirely different 
than it was less than two years ago—it is no 
longer just a program but is what may well be 
the format for most FHA lending in the future. 
For that reason I want to emphasize again: there 
is a responsibility here that you haven’t had before 

a responsibility the private mortgage lender has 
asked for. Recognize it, meet it and don’t be 


careless with any phase of it. 


AMecalla er Veloce 


PRESIDENT 
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How Efficient Are You as 
a Loan Correspondent? 


The answer could be found in how you answer these questions 


S A LOAN correspondent, rep- 
A resenting institutional investors, 
will you be fully prepared to take full 
advantage of the opportunities that 
will be yours during the next decade 
60's to 


the period of the exciting 


which we are all looking forward? 
Your future success and prosperity, in 
my opinion, will depend upon how 
many of the following questions you 


in the affirma- 


can truthfully answer 
tive 

I. / Your Financial House in 
Order? Are you building up the capi- 


tal structure of your business through 


the retention of earnings, or are you 
living up your profits through large 
salaries, heavy expense accounts, and 


Che 


banker is ol 


excessive dividends? financial 


position of a mortgage 


vital concern to institutional invest- 


ors. Recently I 


with several investment officers of life 


have discussed this 


insurance companies and Savings 


banks, and they have expressed con- 
the weak capital 


cern to me over 


structure of many mortgage bankers. 
One ol 
to tell me that he feels very strongly 


good mortgage banker should 


these officers went so far as 


that a 
a minimum net worth which is 
cent of the 


have 
the equivalent of | per 
loans serviced. In other words, if you 
are servicing $25 million you should 
a minimum net worth of $250,- 
$50 $500,000 


have 


000; million servicing, 


net worth, etc. This is a pretty high 


goal and cannot be achieved ove 


night but, quite frankly, I think this 


is a good objective for all. It would 
certainly greatly strengthen your posi- 
tion and standing with your investors. 

Now to be candid about the matter, 
there are many investors who aren't 
too concerned about the financial con- 
dition of their correspondents. They 
simply take the cold blooded position 
that if they substantial 
servicing volume with their 
correspondents they can then open up 
a branch office take over the 
servicing themselves if something un- 


build up a 
each of 


and 


favorable happens to the correspon- 


dent. 

II. Js Your Organization Strong 
and Well Trained? Do you have 
competent key men to head up the 


various departments of your business 


and are you bringing into your or- 
ganization bright young men who will 
be ready and able to take over when 
your older men retire? Are you prop- 
erly training these young men by 
sending them to schools sponsored by 
MBA and to the appraisal schools 
sponsored by the American Institute 
of Real Estate Appraisers? The ulti- 
mate strength of your organization 
will be dependent upon your ability 
to do an effective training job with 


these younger men. 


III. Have You Provided for the 
Future Management of Your Busi- 


ness? Do you have a plan to guar- 
antee to your investors a continuation 
of your business under sound manage- 
ment after you are gone? This is an- 
other matter of vital concern to your 


By WILLIAM C. WEAVER, JR. 


investors. How many can answer in 
the affirmative? I know of 
mortgage bankers today who do not 
have the answer. 

IV. Is Your Staff Properly Trained 
to Submit Loan Applications to Your 
Investors? Are the men in your or- 
ganization who are charged with this 
responsibility really qualified to submit 
loan applications to your investors? 
Recently I raised this question in one 
of our department meetings and I 
am sorry to say that a comparatively 
small percentage of our loan corres- 
pondents got a top rating. 


many 


I am referring, of course, pri- 
marily to conventional loans, but the 
submission of FHA insured and VA 
guaranteed loans also leaves much to 
be desired. Recently I was checking 
with the men in our real estate and 
mortgage loan department to deter- 
mine whether or not a finance com- 
mittee meeting would be required that 
afternoon. One of our territorial man- 
agers had received in the morning 
mail an application from one of our 
better correspondents. He commented 
that the loan submissions of this par- 
ticular correspondent are so compre- 
hensive and complete that he would 
be able to brief this loan for the con- 
sideration of our finance committee 
that afternoon. If this same applica- 
tion had been received from certain 
other correspondents it would prob- 
ably have been necessary to write 
back for additional information and, 
in all probability, our decision would 


Vice President and Manager, Real Estate and Mortgage Loan Department 
The National Life and Accident Insurance Company at Louisiana MBA Convention, New Orleans, January 
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be held up for at least another week. 

In the FHA loan field we receive a 
substantial number of applications 
every week. Many are beautifully sub- 
mitted, and are processed promptly. 
Others are submitted very poorly and 
write back 
some 


it is for us to 
for additional information. In 
cases the submission is not even signed 
by a duly authorized officer of the 
loan correspondent’s firm. In_ too 
many cases we find that the principals 
of the correspondent’s firm are leaving 
the details of FHA loan submissions in 
the hands of inexperienced personnel. 
This usually results in a very poor 


necessary 


quality of loan submissions. 

V. Is Your House in 
Order? This is the last question | 
wish to raise and it has to do with 
servicing. Efficient 
heart of your business and we have 


Servicing 


servicing is the 


been pleased these past few years to 
see MBA and the Industry place 
much more emphasis upon efficient 
servicing. It has been our 
tion that inadequate servicing usually 


with 


observa- 


seems to be associated one o1 


more of the following. 


>> Lack of adequate executive atteu- 
tion to servicing requirements. In the 
ever present desire for new business 
many executives neglect the part of 
the business which they have to live 
with through the years and on which 
their reputation in the mortgage busi- 
ness ultimately rests. 


»> Reliance “systems” 
“automatic procedures” to take care 
of themselves. One of our correspon- 
dents who services approximately $150 
million of loans told us within the past 
year about a fine new system of escrow 
analysis they had developed along with 
other procedures. A few months later, 
however, we began a foreclosure only 
to suddenly find a glaring excess in 
the escrow account almost sufficient 
to bring the loan current by proper 
application. Actually it was revealed 
that the particular loan in question 
had not been analyzed for at least 
five years. The “system” was good, 
but no one had seen to it that it 
worked. All down the line supervision 
is indispensable. 

»> Lack of familiarity with FHA and 
VA rules and regulations. This comes 
to light so often in foreclosure cases 
and brings out the fact that any 
correspondent looking to the future 


u pon and 


must have some responsible person 
thoroughly familiar with the rules, 
regulations and forms connected with 
the handling of insured delinquencies 
and foreclosures, and have that person 
assume responsibility for the conduct 
of the case throughout. Examples of 
the need in this respect are shown by 
the following illustrations: 

When referring loans to a corres- 
pondent for foreclosure we usually ask 
for a recommendation as to the at- 
torney and the anticipated fee. From 
two sources lately we have had replies 
to the effect that we should not be 
concerned about the fee since the at- 
torney would not charge more than 
the FHA would While, of 
in some cases the FHA 
allow two-thirds of a reasonable fee, 
an examination of both the particular 
cases involved showed that the FHA 
would 
bentures and, needless to say, a serious 


allow. 


course, will 


allow nothing at all in de- 


reflection cast ability 
and knowledge and concern of the 


correspondent. 


was upon the 


In another instance a growing cor- 
respondent has followed the practice 
of designating attorneys in the var- 
ious Communities where they do busi- 
ness and we are finding through sad 
experience that while they may be 
good know 
nothing of FHA, VA or investor re- 
quirements, and apparently no one in 
the office of the correspondent is 
qualified or has bothered to instruct 


lawyers, some seem to 


them. The responsibility again rests 


a i 


Colorado 
New Mexico 


with the correspondent. 

On the encouraging side there are 
always examples of the attitude on 
which the future can be safely built. 
Within the past months fore- 
closure instructions forwarded 
from our office to a relatively small 
correspondent and soon we received a 
call which went something like this, 
“I have the papers you sent me and 
have carefully read the instructions. 
This is my first FHA foreclosure, so 
last night I took the handbook home 
and read what I could and I wanted 
I have a 
Need- 
less to say, the questions were an- 
swered and the foreclosure case pro- 
ceeded efficiently throughout. 

So I would like to again put the 
pertinent question as to whether o1 


few 
were 


today because 
mind.” 


to call 
few questions in my 


you 


not your servicing house is in order. 


If you can answer all of these 
questions in the affirmative I think 
that have a fine future as a 
mortgage banker. If not, could 
conceivably face the threat of having 


your servicing account taken over by 


you 
you 


some efficient mortgage banker or hav- 
ing your investors open up branch 
offices in your area. 

Now a few observations about in- 
vestors. We have our problems too, 
and correspondents too have com- 
plaints—and I will be the first to 
admit that in a lot of cases they are 
fully justified. 

When I think of 


often reminded of a wonderful story 


investors I am 


Louisiana 
Texas 





Title Service 
To Investors in Mortgage Loans 
Since 1906 


For information on agencies in all four states write our 


Home Office, 1301 Main, Dallas. 


Dallas Title and Guaranty 


Company 





THE MORTGAGE BANKER « Apri/ 1959 3] 








told by a former General Motors ol- 
ficial. It that 1927, 
Charles Kettering, one of the greatest 


seems back in 
automotive engineers of all time, was 
difficulty the ap- 
proval of engineering 


having obtaining 
some of his 
projects by the General Motors finance 


Che 


goes that right in the middle of one 


and executive committees story 


of his most difficult periods a young 


man walked into his office one day 
and said, “Mr. Kettering, have you 
heard the news? Lindbergh has just 


Atlantic.”” Mr 


sat at his desk and said nothing 


flown the Kettering 
The 
young man repeated, “Mr. Kettering, 

Lind- 
Atlantic 


Kettering still remained 


do you understand, Charles 


bergh has flown the 
Ocean.” Mr 
silent, and the young man repeated in 
voice, “Mr Kettering, 
Lindbergh has just flown 


just 


a louder 


Charles A 


the Atlantic Ocean alone. It’s the 
first time in the history of the world 
that this has ever been done.” Mr. 


Kettering looked up, smiled, and said 
quietly, “I don’t think that is too im- 
didn’t do it 
committee, did he?” 


portant. He through a 


We do have our problems the same 
as you do. We fully realize our short- 
comings and can assure you that we 
are continually striving to improve 
our loan program and the service we 
render to our correspondents 


One of the important points you 
must always remember about your in- 
vestors is the fact that the real estate 
and mortgage loan department is con- 
stantly competing with bonds, stocks, 


private placements and other invest- 


ments. And with interest rates of FHA 
insured and VA _ guaranteed loans 
frozen at artifically low levels these 


past few years it has made for a very 
difficult 


Nevertheless our Company feels very 


Situation. 


strongly that we have an obligation 
to keep our correspondents in busi- 
Chis hard to do at 
certain times because FHA’s and VA’s 


have 


ness. has been 


been very unattractive when 
compared with other available invest- 


Che 


have 


ments fact remains, however. 


that you your organizations to 


support. Your builders have their or- 
ganizations to keep intact, so a con- 
stant flow of mortgage money is ab- 
solutely essential to your good health 
and well being. 

l'o me, the relationship between the 


investor and the loan correspondent is 
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one of the finest business relationships 
I know. Personally I enjoy tremen- 
dously the fine business and personal 
relationship that exists between our 
company and our loan correspondent 
family. If we will continue to work 
together very closely in solving our 
mutual problems and in increasing our 
efficiency, I have great confidence in 
the future of the 
system of 


investor-loan cor- 


respondent transacting a 


mortgage loan business. 


>> FHA IN 1958: The agency insured 
totaling more 
increase of 70 


mortgages and loans 
than $6.3 billion, an 
per cent over the $3.7 billion reported 
for 1957. The 1958 total 
nearly $4.6 billion in home mortgage 
381,000 


included 


insurance involving some 


homes. Of the latter, 133,000 were 
for proposed construction and 248,000 
for existing homes. FHA also insured 
mortgages on 790 multi-family hous- 
ing projects. 

As of December 31, FHA had 
written, since it established in 
1934, a total of $35.2 billion in home 
mortgage $6.6 billion in 
project insurance, and $11.5 billion in 
property improvement loan insurance. 
Insurance outstanding at the end of 
1958 amounted to $26 billion. 
FHA from its 
insurance programs amounted to only 
31/100 of 1 per cent over the entire 
period since 1934. Losses on insurance 


was 


insurance, 


Losses to various 


programs covering home mortgages 
during that period were only 7/100 
of | per cent. 





Announcement... 


Financial Publishing Company has pur- 
chased the business of supplving “YORK” 
Records and Amortization Schedules as pre- 
viously prepared by York ‘l'abulating Service, 
York, Pennsylvania. Future orders should 
be addressed to Financial Publishing Com- 
pany. A supply of imprinted order cards will 
be sent upon request. 
FINANCIAL PuBLISHING COMPANY 


§2 Brookline Avenue, Boston 15, Mass. 


SPECIALISTS IN COMPUTATIONS FOR THE MORTGAGE BANKER 
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otherwise invest in real estate. 
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Mutual Understanding Is Prime Goal 
of Correspondent and Investor 


By S. P. APPLEWHITE, JR. 


President, Applewhite Mortgage & Investment Company, Phoenix 


S MORTGAGE bankers operat- 
A ing under the correspondent sys- 
tem we have some pretty definite ideas 
on the subject. These ideas can all be 
this 
relationship between the correspond- 
ent and those he represents hinges on 
mutual respect and cooperation. 
Where these two factors are present 
and scrupulously maintained, the sys- 
unbeatable in advan- 
tageous to investor and correspondent 
alike. 

A successful correspondent system 
offers the investor a sound, economi- 
cal way to invest in mortgages on a 
national basis at the same time mini- 
mizing the problems and reducing 
costs of loan origination and servicing. 


boiled down to success of the 


tem is being 


Since the mortgage company repre- 
sents the company doing the investing 
and their names are often synonymous 
at the local level, it is important that 
the former be a respected institution 
in the community. It must represent 
the principal with dignity and have 
an unassailable reputation for integ- 
rity and financial responsibility. It is 
as important to the investor as it is to 
the correspondent that he grow in 
stature and enjoy a reasonable meas- 
ure of success. 

It is not enough that the corre- 
spondent be a collection agency; he 
must offer a real service to his com- 
munity to succeed. That side of his 
job—service to his community—in- 
having access to a flow of 
funds for sound mortgage investments 


in bad times as well as good. It fol- 


volves 


lows then that his reputation, and that 
of his principals, depends upon his be- 
ing able to make reasonable loans at 
competitive rates at all times. In 
again, out again principals, make it 
necessary for correspondents to be in 
and out, too. This undermines con- 
fidence of the public in the corre- 
spondent with the result that confi- 
dence in the principal also suffers. 
Representing more than one investor 
helps to level out the flow of funds 
which a correspondent has available. 
This, too, is good for the investor be- 
cause it lessens the demand on a par- 
times when his 


ticular investor at 


funds may be constricted. It also re- 
sults in a diversification of pattern and 
broader coverage. 

In the course of his business devel- 
opment the primary lender should 
work with the companies he repre- 
sents to influence a mortgage program 
which results in sound community de- 
velopment. This involves, among other 
interest in 
Both 
parties have the moral obligation to 
loan 
will 


things, taking an active 


legislation, national and local. 


fostering unsound 
grams, many of which 
housing that inevitably will wind up 


avoid pro- 


create 
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Both 
un- 


as slum areas of the future 

should be eternally vigilant that 
sound practices do not creep into thei 
even important, 


industry and, more 


into their dealings with one another. 


Visits between correspondent and 
principal at fairly frequent intervals 
where problems and ideas can be ex- 
changed face to face are highly desir- 
This understanding 


and an exchange ol 


able facilitates 


ideas not easily 


accomplished by letter writing. The 
primary lender “on the firing line” 
can olten suggest cost-saving proce- 


dures for servicing and discussions of 


mutual problems usually result in 
eliminating duplication of effort some- 
where along the line. Good teamwork 
between principal and correspondent 
makes for a lasting relationship which 
better as it grows older 


grows even 


l'rends indicate that the principal 
and correspondent are definitely in 
the same boat and that both must be 
increasingly aware of local competi- 
tion from banks and other local finan- 
cial institutions, not competition for 
interim loans but for the permanent 
Chose who have specialized in 


the 


loans 


or leaned toward conventional 
loan must be aware also ot the vrow- 
wig competition of insured and guar- 
anteed loans with such loans. These 
and many other matters should bring 
the relationship between the home 
office 


and closer 


and the correspondent closer 


Che conscientious correspondent 
and no other should be worth hav- 
ing) thoroughly familiarizes himself 
with his principai’s loan patterns and 
each only 


policies. He submits to 


those loans which will be within its 
sphere of interest; and, in return, has 
every right to expect prompt and con- 
sistent handling of his submissions and 
prompt notification of decisions. It is 
only by being able to provide fast, per- 
sonal service that the correspondent 
can attract the growing circle of satis- 
hed customers so necessary to his suc- 


cess 


Prompt notice of any changes in the 
secondary lender's policies and _re- 
quirements with sufficient time to ad- 
just to these changes is essential to 
the correspondent’s successful relations 


When Builder 


Jones comes in to inquire about loans 


with his customers. 


to qualified purchasers of homes, the 


correspondent should be able to say, 
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“Yes, we can take your loans on such 
and such a basis.” He can say this 
because he knows the loans fit the 


company’s pattern and that the home 
office will give him sufficient notice of 
any price change so that he, in turn, 
can notify Builder Jones without dis- 
rupting his whole building program. 
And when the submissions arrive, the 
lender knows that the correspondent 


Our Operations 


has screened the purchasers, carefully 
checked locations, construction, etc. 
In short, he knows that everything is 
exactly as represented. 

This is the kind of confidence on 
which a successful business is based. 
Like the pebble dropped into the pool 
its effects are felt in ever-widening 
circles, benefiting customer, corre- 
spondent and investor alike. 


Should Parallel 


Those of Investors We Serve 


By RAYMOND K. MASON 


Mason Mortgage Co., Jacksonville, Fla. 


ROM the correspondent’s chair, 
F the mortgage business “In My 
Opinion” is one of the most interest- 
ing, rewarding and challenging pur- 
suits for one’s time that I can imagine. 

Che proper servicing of a mortgage 
and _ the 
come first 


loan account, production 
which 
natural ingredients to whet one’s ap- 


which deals 


must have many 


petite. It is a business 
with large figures, nice people and far 
away places. 

Che 
munity 
visibly evident by attractive additions 
to the real estate horizon. 

Che 


tween 


good accruing to the com- 


where the money is loaned is 


relationship established _ be- 


investor and servicer is neces- 
sarily one of a long term nature and 
the policies governing actions by both 
sides demand consideration of the 
other’s needs. 

Although in almost all cases the in- 
vestor is a supervised institution and 
has to be so managed, the servicer 
is not a supervised institution in the 
same Almost all of 


problems in building a $50 million 


sense. our own 
servicing account in a relatively short 


time stem from our not considering 
our company to need this same type 
of supervision. It is now the aim in 
our shop to begin to train our people 
to think of our operations in terms of 
the same supervision and control as 
needed in all commercial banks which 
have long been safely entrusted with 
the handling of so many millions of 
dollars of other people’s money. 

If we have one single aim for 1959 
it is to institutionalize our company 
and employee thinking so that we all 


hold to 


strict accounting procedures, 


realize the responsibility we 


follow 


with tight accounting controls and 
continuous internal audits. 

I am even of the opinion that much 
might be gained from changing our 
mortgage servicing offices to more 
closely resemble the financial institu- 
tions, whose procedures we must so 
closely follow if we are to be able to 
continue to share this responsibility of 
financing such a large share of our 
national economy, and that the in- 
fluence of the atmosphere on our own 
office people would more than be 
worth the cost. 


>> BIG DECADE COMING: The 
construction industry is in for a spec- 
tacular $630-billion boom during the 
next decade, Architectural Forum 
says. By 1968, spending for new con- 
struction will reach a whopping $75- 
billion a year, a rise of 53 per cent 
over last year’s mark. 

Its projections for the next decade 
“may be too modest.” They are based 
on conservative productivity and pop- 
ulation increases, both of which could 
well exceed estimates, thereby sending 
the building figure even higher. 
>> Industrial building is expected to 
rise 117 per cent and by 1968 should 
be booming at a rate of $5 billion a 
year in new expenditures. 
>> Store building, 


garages will also show higher-than- 


restaurants, and 
average expansion, rising about 76 per 
1968 to $2.8 billion a year. 


cent by 


>> Nonresidential construction as a 
whole will rise considerably more (66 
than private residential con- 
struction (45 per Annual 
spending for new dwelling units should 


per cent 
cent). 


rise about 42 per cent. 





Coming Up Is the Big Ward C. Case Named President Columbus MBA 


Texas MBA Convention 


Another of those annual 
mortgage business—the 
Texas MBA convention 
is just around the It’s in 
Dallas April 8-11, according to Carroll 
Jones of Corpus Christi, TMBA 


inimitable 
events in the 
one and only 
corner. 


president. 

Speakers slated to appear include 
Walter C. Nelson, MBA president; 
William A. Clarke, Philadelphia; Wil- 
Zeckendorf, New York de- 
heads of the Federal govern- 
and Judge 
Texas, 


liam 
veloper ; 
ment lending programs; 
St. John Garwood Austin, 
former justice of the Supreme Court 
of Texas. 

The noted jurist is scheduled to be 
the principal speaker at the TMBA’s 
luncheon session on April 10, with all 
persons attending the convention in- 
vited. 

The convention, which will be a 
pre-opening highlight of the 
Sheraton-Dallas Hotel, will open with 
registration at 2 p.m., April 8, with 
a cocktail party to be held that night 
at the hotel for all persons attending. 


new 


Initial business session of the con- 
vention will be the morning of April 
9, with Mr. Clarke and Mr. Zecken- 
dorf slated as speakers. 


Mr. Nelson will be the principal 
speaker at the April 9 luncheon and 
meeting, Robert Drye said, 
with TMBA convention delegates 
slated to elect new officers and direc- 
Wives of those 


business 


tors during the session. 


attending the convention will attend 


a brunch and style show that same 
day at Neiman-Marcus’ famed spe- 
cialty store in Dallas. 


MBA counsel in Washington, 
Samuel E. Neel, 
convention business session the 


ing of April 10, with speakers sched- 


will moderate the 


morm- 


uled to represent each of the govern- 
ment’s lending agencies. 

New officers and directors of the 
lexas Mortgage Bankers 
will be introduced at the 
annual dinner-dance in their honor at 
the Sheraton-Dallas the night of April 

The dinner-dance also will be the 


Association 
Association’s 


Ward C. Case, of the Lyman Case 
& Company, Columbus, Ohio, has 
been elected president of the Colum- 
bus MBA. He is shown above accept- 
ing the gavel of office from retiring 
president Fred R. Place, president, 
Ohio Title Corporation. Thomas K. 
Hartzler, Jr., president, Hartzler 
Mortgage Company, was elected vice 
president; and Hubbard Sherry, vice 
most to his profession during the 
year,’ TMBA President Jones said. 

An authentic ’Roarin’ 20's’ 
ball will be held the night of April 10 
climax of the convention’s 
entertainment program. 


costume 
as the 


L. Douglas Meredith, executive vice 





= ers 


A 





president, Central Ohio First Mort- 
gage Company, was elected secretary- 
treasurer. 

Directors elected, in addition to Mr. 
include David C. Morgan, vice 
Ohio State Life In- 
surance Company; W. C. Adler, vice 
president, The Kissell Company; and 
Karl W. Kumler, manager, People’s 
Mortgage Company. 


Place, 
president, The 


president and chairman of the finance 
committee for National Life Insur- 
ance Company of Montpelier, Vt., 
will lead the delegates in singing “The 
Eyes of 
business 
England accent! 


Texas” at the convention’s 


first session—complete with 


New 














234 Stote St 


Enterprising 
and Energetic 
Mortgage Service 


for investors who desire representation 
in the important areas that we serve 


ADVANGE 
Mortgage Corporation 


Servicing Residential, Industrial and Commercial 
Loans from 6 Complete Offices 


105 W. Adoms St 


CHICAGO 3, iit 
414 Wolnut St 
CINCINNAT! 2. OHIO 
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GRAND RAPIDS 2, MICH 
1449 Third National Bidg 
DAYTON 2, OHIO 


Vo 


occasion for the presentation of the 
annual J. E. Foster Award, given each 
mortgage banker 
contributed “the 


Texas 
having 


year to the 
selected as 
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As 


Gordon Calder Heads Southern California MBA Seattle MBA Working 





Gordon Calder, executive vice pres- 
ident of the Alison Co., Los Angeles, 
was elected president of the Southern 
California MBA at the annual meet- 
ing 

Guy B 
Marble Co.., 
H. Stanton Johnson, mortgage loan 
Coldwell, Banker & Co., 
and William Morris, assist- 
Bettes Co.. 


Mize, president of the 


is the new vice president; 


manage 
secretary 
4nt vice president, T. J 
treasure! 

Retiring president John J. Lyman, 


vice president of Dwyer-Curlett & 
Co presided and received a vote of 
thanks for his year of 

B. B. Bass, president of the Ameri- 


can Mortgage & Investment Co., Okla- 


active service 


” 


Chicago MBA Seminar 


Che Mortgage Seminar inaugurated 
MBA in 


cooperation with the School of Busi- 


last vear by the Chicago 


ness at the University of Chicago will 


be repeated this year, John R. Womer 


chairman, announced The date is 
May 26. Among the speakers are 
The Business Outlook by John K 


Langum president, Business Eco- 
nomics, Inc., Chicago 
The Outlook for The Money Mar- 


kets by Beryl W. Sprinkel, economist, 
Harris Bank, 
Chicago 

The Role of Pension Funds in the 
Mortgage Market by Roger F. Mur- 


ray, professor of banking and finance, 


Trust and Savings 


Columbia University 


36 THE MORTGAGE BANKER + Apri/ 1959 





homa and vice 


president of 
MBA. spoke on “A New Look at the 
Investor-Correspondent Relationship.” 

New directors elected were Stephen 


City, 


vice Winter 
George Elkins, presi- 
Elkins Co.; Floyd B. 
Cerini, executive vice president, Land 
litle John B. Engle, 
president, Insurance Funds Mortgage 
Co.; John F. Gensley, Jr., 
dent, Bank of America: George I. 
Hull, vice president, Wallace Moir 
past 


H Dolley. 
Mortgage Co.: 


president, 


dent, Ceorgee 


Insurance Co.: 


vice presi- 


Co., and Lyman as immediate 
president 


Above. Mz 
Mize and Mi: 


Bass, Mr. Lyman, Mr 


Calder 


on Foreclosure Law 


Seattle MBA officers and committee 
chairmen have been prominent around 
the state’s capital this year in the 
interest of various proposed bills af- 
fecting mortgage lending, among them 
the new act which would shorten the 
redemption period. This photo, taken 


in front of the Legislative Building, 


shows Ben J. Smith, Jr., vice president 





of Seattle Mortgage Company and 
director of Seattle MBA; Russell 
Kelleran, vice president of White & 
Bollard and secretary-treasurer of the 
Association; Harold Wandesforde, 
senior vice president of Washington 
litle Insurance Company and Chair- 
man of the Legislation Committee; 
Harry Dye, vice president of Seattle 
Trust and Savings Bank and president 
of Seattle MBA and Arthur Ham- 
mann, vice president of Sherwood & 


Roberts. 








Selectivity 
with 
Security 
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experienced staff. Maximum 
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David Rockefeller to Address the 
MBA Eastern Mortgage Conference 


MBA’s Eastern Mortgage Confer- 
ence, the which annually 
attracts the investor interest 
and which so many members regularly 
attend in combination with a visit to 
their Eastern principals, will convene 
in New York, May 4 and 5, at Hotel 
Commodore. J. J. Braceland, 
president, The Philadelphia Saving 
Fund Society, Philadelphia, is chair- 
man and will preside at both Confer- 


meeting 
largest 


vice 


ence sessions. 

Three major speeches will be 
presented at the opening Monday 
morning session. Speaking first, MBA 
President Walter C. Nelson, president 
of the Eberhardt Company, Min- 


aA 


David Rockefeller W. C. Rainford 





Louis Glickman W. F. Keesler 


neapolis, will review “Prospective 
Developments in the Mortgage Mar- 
ket.” He will be followed by David 
Rockefeller, vice chairman, board of 
directors, Chase Manhattan Bank, 
New York. Mr. Rockefeller will dis- 
cuss the “Redevelopment of Down- 
town Manhattan.” “The Development 
and Financing of Industrial Parks” 
will be the topic of the morning’s 


third speaker, Gerald Blakely, Jr., 


president, Cabot, Cabot & Forbes 
Company, Boston. 
At this first Conference session, 


MBA clinic committee chairman 
W. C. Rainford, president, Mercantile 
Mortgage Company, Granite City, 
Illinois, will deliver the Association’s 
welcome to the Conference. 
That there will 


afternoon be a 





special luncheon sponsored by the 
New York MBA for all Conference 
registrants. W. F. FitzGerald, presi- 
dent, FitzGerald, Reed & Bisco, New 
York City, will preside. An effective 
change of pace will be provided by 
presenting as the luncheon speaker 
Dr. Norman Vincent Peale. 

second 


Lead-off speaker for the 


Conference session, Tuesday morning, 


May 5, will be Howard Thompson, 
senior real estate appraiser, Real 
Estate Bureau, New York State In- 


surance Department, who will discuss 
“Adequate Appraisals in Support of 
Mortgage Loans.” William F. Keesler, 
senior vice president, First National 
Bank of Mr. 
Thompson. His message to the meet- 
ing will be: “Mortgage Bankers- 
Keep Your House in Order.” The 
topic of “Real Estate Syndicates” will 
be explored by Louis J. Glickman, 
president, Glickman Corporation, New 
York City. 


Boston, will follow 


Time to Consider the 
MBA Schools for 1959 


School days for the mortgage in- 
dustry are almost here again, a fact 
which serves to remind members that 
one of the most valuable opportunities 





On the régenda 


which their membership affords is 
again being offered to them. It’s the 
School of Mortgage Banking, the only 
educational course in the field of mort- 
gage lending and investing and the 
means by which members can capital- 
their valuable business 
their personnel. 


ize on most 


asset 

Courses I, II, and III are sched- 
uled for Northwestern University in 
Chicago and Courses I and II are 
planned for Stanford University in 
California. The will open 
with Courses I and II at Northwestern 
on Sunday, June 21, to be followed 
by Course III on Sunday, June 28. 
Course I at Stanford will begin on 
July 26 and Course II will follow on 


sessions 


August 2. 

including Home-Study 
deals with financing of 
mortgage 


Course I, 
Program I, 
dwellings, introduction to 
servicing, construction and functions 
of financial institutions, and funda- 
mentals and techniques of mortgage 
banking. 

Course II, including Home-Study 
Program II, deals with the financing 
of income and industrial properties, 
problems in mortgage servicing, cur- 
rent developments in the money and 
capital markets, Federal Reserve and 
federal government policy, sources and 
uses of capital funds, and analysis and 
interpretation of financial statements. 


Course III with 
loan investment policies and practices, 


ae 


deals mortgage 
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When you buy or sell mortgages in Arizona, 


make sure the title is insured by . . . | 
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and with special considerations of the 
mortgage banking profession 

No facet of 
in subject matter considerations. Its 


the industry is ignored 


offerings are designed for benefit of 


every segment of the mortgage lending 
fraternity, including mortgage corre- 
spondents, investors, et 

As has been indicated by the series 
issues ol 


articles in recent 


BANKER, the curricu- 


of short 
Tue Morrcact 
lum is likewise designed to benefit all 
age groups, all levels of 


experience, 
and all levels of responsibility, and 


for students from all parts of the 


Chis will like- 


study of 


country geographically 


wise be evidenced from a 


the 1959 program which will shortly 


be distributed to the entire member- 


In the meantime, make an 


ship 
appraisal of your staff to determine 
like to attend the 


those would 


1959 


you 


Sessions 


Plan Tribute to FHA 
on 25th Anniversary 


MBA is joining 13 other trade and 
professional organizations concerned 
with the construction and financing of 
homes to observe the 25th anniversary 
of FHA with an “Industry Salute to 
the FHA” in June 

The celebration will take the form 
of a dinner and program June 18 at 
the Sheraton Park Hotel in Washing- 
ton, D. C 

Plans for the 


ganized by a 


Salute have been or- 
sponsoring committee 


MBA 


Denver 


headed by former President 
Aksel Nielsen. of The 


mittee is made up of the heads and 


com- 


representatives of the 14 participating 
organizations 

Che act of Congress establishing the 
FHA was signed June 27, 1934, and 
the agency has continued in opera- 
tion since that time 
25 FHA has in- 


sured mortgages on nearly five million 
homes and 800,000 rental units. Ap- 


In its year span 


proximately twenty-two million loans 


were insured for modernization and 
repair. Dollar value of FHA insured 
mortgages total about $53. billion 


FHA insured home mortgages run to 
$35 billion. 
to $7 
repair 

Of these amounts, $16.4 billion in 


home mortgages have been paid off, 


rental project mortgages 


and modernization and 


loans to $11 


billion 
billion 
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as have $2 billion on rental project 
mortgages. Of the $11 billion in mod- 
repair loans, $9.75 


ernization and 


billion have been repaid. 
The entire FHA operation is self- 
supporting. All U. S. 


agency 


Treasury ad- 


vances to the have been 
returned, plus $20 million interest. Re- 
serves of more than $600 million have 


been accumulated 


“The FHA program represents one 
of the finest examples of industry and 
government working together with no 
Nielsen 
said. “This cooperation of government 
enabled 


cost to the taxpayer,” M1 


and initiative has 
literally 
their own homes or to find good rental 
Much of the tre- 


mendous growth of our cities and the 


priv ate 


millions of families to own 


accommodations. 


establishment of totally new communi- 
ties can be traced to the FHA. 


“It is this great accomplishment 


and great contribution to the public 
welfare that the Salute will observe 
It is a well-deserved tribute to a 
splendid program.” 

Other organizations sponsoring the 
FHA Salute include the American 
Bankers Association, American In- 
stitute of Architects, Life 
Convention, Associated General Con- 
tractors of America, Inc., National 
Association of Home Builders, Home 
Manufacturers’ Association, Life In- 
surance Association of America, Na- 
tional League of Insured Savings As- 
sociations, National Association of 
Mutual Banks, The Pro- 
ducers’ Council, Inc., National Asso- 


American 


Savings 


ciation of Real Estate Boards, Na- 
tional Retail Lumber Dealers 
Association, and the United States 


Savings and Loan League. Coordin- 
ator of the Salute is Miles L. Colean, 
of Washington, D. C., consulting 


economist. 








MBA in Edueation 








That the MBA School of Mortgage 
Banking draws from the mortgage in- 
dustry a student body of broad repre- 
sentation, age-wise, experience-wise 
and position-wise, is a fact. It is also 
a fact that this student body is made 
up of individuals receptive to and 
assimilating 


particularly capable of 


facts, figures and, above all, nex 
ideas A 


backgrounds of those 
School leaves no doubt on this point 


review of the educational 


entering the 


182 new students, students 
the School for the first 
total of 85 hold a 
An additional 11 
Nineteen have 


Of the 
enrolling in 
time last year, a 
Bachelor’s degree. 
hold Master’s degrees. 
completed at least one year of college 
work, 22 have completed two years, 
and 17 have completed a full three 
additional 19 
The re- 


nine students are somewhat 


years of college. An 
hold high school diplomas. 
maining 


diversified in educational background. 


These statistics point up the fact 
that among the more difficult prob- 
MBA _ Educational 


cur- 


lems facing the 
Committee each year is one of 
riculum preparation. For each year 
the curriculum must be expanded, re- 
altered, as the demands of 
and the needs of the 


dictate. At all 


vised o1 
the industry 
students 


may times 


which 


and 


the curriculum must be one 
will stimulate the imagination 
whet the intellectual curiosity of these 
students an overall group, 
represent such extreme diversification 
of both background and displayed 
ability. It must, also, supply additional 


Ww he » as 


knowledge fundamental to the stu- 
dents’ daily business experience. 
It can be stated, however—and 


with justifiable pride—that this ob- 
jective has been attained. The cur- 
riculum of the MBA School of Mort- 
gage Banking does, indeed, measure 
up to the requirements of the most 
advanced and best prepared of the 
students; at the same time, those with 
a lesser degree of training and back- 
ground experience do not find them- 
selves at any disadvantage. 

In the above recapitulation, as in 
the preceding months’ reports, all 
statistics have been presented in total 

applying to the courses presented 
at both Northwestern University and 
Stanford University, since the Associa- 
tion and its Educational Committee 
views all sections of the School pro- 
gram as one integrated activity. Credit 
for attendance at either of the two 
locations is interchangeable toward 
the ultimate completion of the cur- 
riculum and receipt of the Certificate 
of Graduation. 


THREAT TO THE DOLLAR 
(Continued from page 15) 

In farming, as in industry, we need 
to return to some of the basic prin- 
ciples that did so much to encourage 
the growth of our country in its most 
formative years: a reliance on our 
own individual enterprise, encouraged 
by enlightened self-interest, and mak- 
ing full use of the market place, of 
the normal forces of supply and de- 
mand, to direct our efforts. 

Think of all the advantages we 
start with: a level of education, 
know-how, and productivity that is 
greater than anywhere else in the 
world; and industrial plant and ca- 
pacity that can’t be matched in any 
other country; and an eagerness and 
learn, backed by re- 
search and scientific inquiry on an 
These are 
vantages that give us a head start on 
all other But we have to 
make full use of them. You have 
heard the saying, “The world is full 
of willing people; some willing to 
work, the rest them 
work.” We have to disprove that 
saying. We can’t featherbed; 
thing we have to work harder and 
longer, make better products and re- 


willingness to 


unprecedented scale. ad- 


nations. 


Ww illing to let 


if any- 


lax less in the suburbs—and that ap- 
plies to bankers, as well as to every- 
one else! 

The fact is (and too often it’s over- 
looked 


war not of our own choosing, but still 


, we continue to be at war—a 


It is a war for men’s 
with active 


all-embracing. 


souls, 


minds and men’s 


‘LAND TITLE? 


SERVICE 
COVERS 





battles being fought on the political, 
ideological and economic fronts, while 
the military position holds at a stale- 
mate. Consider again those words of 
Khrushchev. 

“We declare war on 
the peaceful field of trade. We de- 
clare war. We will win over the 
United States. The threat to the 
United States is not the ICBM, but 
in the field of peaceful production. 
We are relentless in this and it will 
prove the superiority of our system.” 
And later, “We value trade least for 
economic reasons and most for poli- 


you... 


tical reasons.” 

Is it any accident, then, that the 
Russians in the past year have begun 
a trade drive in the West? That they 
have sold tin, aluminum, asbestos and 
other products at cut-rate prices? 

That they seek to become the sup- 
pliers of oil to Latin America? Or to 
tie Egypt and Syria to their orbit 
through loans and the iron bands of 
trade? Or is it any accident, on the 
other side of the globe, that Com- 
munist China has begun to undercut 
the Japanese in markets of Southeast 
Asia? 

The answer is, 
no accident; and 
promises to affect the lives of all of 


of course, that it is 
this economic war 
us. And yet I am sure that none of 
us has any doubt as to the outcome. 
Our nation is manned by a people of 
great resourcefulness and 
strength. When confronted by large 
problems and issues in the past, they 
have displayed remarkably good judg- 


pre yven 





56 Years Ex 





ment. There is no reason why the 
future should be any exception. 

The future will be what we make 
it. There are encouraging signs that 
we are beginning to recognize and 
face up to our problems. On all sides 
one hears of a growth in productivity, 
of a striving to get costs under better 
control. And the President, with his 
inspiring leadership, has pointed to 
the road that can lead us to fiscal 
stability. Certainly our scientists are 
working overtime; and no nation is 
devoting so much thought and effort 
as we in the search for better ways 
of doing things. We do indeed possess 
great advantages, and I for one am 
confident that we shall make full use 
We can overcome our eco- 
will 


of them. 
nomic problems. To 
need determination and skill, imagina- 
tion and hard work, courage and self- 
discipline. Americans are rich in these 
must roll up our 


do so we 


now we 
show the 


qualities 
and 
use them. 


sleeves world how to 


FHA is getting acquainted with the 
2000. It is now in the process 
of approving insurance on its Housing- 
for-the-Elderly mortgage which carries 
the maturity date of April 1, 2000. 
... Almost 19,800 dwelling units were 
started under FHA inspection in Janu- 
about 50 


yeal 


ary—a volume increase of 
per cent over January 1958. . . . Less 
than 1 per all outstanding 


loans insured under the property im- 


cent of 


provement program of FHA are de- 
linquent by 90 days or more. 


perience in Ohio Titles 


LAND TITLE 


GUARANTEE ..<zTRUST CO. 
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’ MBA Committees at Work 


Reports of their activities 




















Servicing | 
Of all MBA 


more active or engaged in more proj- 


committees none is 
ects than the Servicing Committee 

the 
phase of our 


evidence of great im- 


this 


ample 
portance which 
This year large 
held in 


Pittsburgh and Los Angeles and are 


business has attained 


Servicing Clinics are being 
sure to take their place among the 


most important and best attended 


meetings of the vea 

At the Chicago Conference, Chair- 
man John K. Benoit from Des Moines 
reported that copies of the proposed 
Charts of Accounts, Statement of Profit 
and Loss and Comparative Balance 
Sheet 
Committee 


are now under study by the 


The accept- 
able, but it is believed that the num- 


forms are 


bering system should be more flexible. 
This is being done by the MBA staff 


prior to determination of the final 
form 
A. A. Johnson of Upper Darby, 


Pennsylvania submitted a standard- 
ized form of mortgage foreclosure re- 
quirements which was unanimously 
approved. This is being sent to the 
MBA membership with a recommen- 
dation that it be adopted as a stand- 


ard instrument. 


WwW. W. Detroit, Com- 
mittee Vice Chairman and Editor of 
Department of The 
Banker, reported on the 
preparation of a detailed operation 
““Tab- 
ulating Equipment for Smaller Serv- 
icers” is being presented at both the 


Dwire of 


the Servicing 
Mortgage 


manual. The session entitled, 


Pittsburgh and Los Angeles Clinics. 
The IBM Series 50 equipment will be 
demonstrated at both. All program- 
ming is completed, the panels wired, 
and all forms are designed and being 
printed. Mr. Dwire that the 


machine manufacturers had given ex- 


said 


cellent cooperation. A detailed opera- 
tion manual will be prepared even 
though it 
the time of the Servicing Clinics. 


may not be available at 


Chairman Benoit has proposed to 
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the Committee the possibility of pre- 
paring a standard form of mortgage 
release and a sub-committee has been 
named, headed by Joseph Engleman 
of New York as Chairman, to study 
the project and possibly suggest the 
type of form desired. 

The month-end single debit form 
also occupied the attention of com- 
mittee members at their meeting and 
a sub-committee has been named, 
headed by Orville C. Nugent, Jr. of 
Nashville, to look into this project. 





YMAC 


The Young Men’s Activities Com- 
mittee is a group within MBA which 
time and 





has been active for some 
every year attains greater maturity. 
At the Chicago Conference it spon- 
sored a breakfast attended by more 
than 100 and heard a particularly in- 
teresting discussion of ““Making Mort- 
gages Competitive with Other Invest- 
ments,” by Leslie O. Copeland, North 
American Life Insurance Company. 

YMAC is active in all phases of 
Association work and one of them is 
in the field of legislation. Vice Chair- 
man Edward C. Greene of Dallas is 
Chairman of the Sub- 
committee and has been spearheading 
the legislative activity which parallels 
that of the Association. George C. 
Dickerson of Jacksonville, Florida, is 
Chairman of the Committee this year. 


Legislative 





. . 

Legislation | 

The MBA Legislation Committee is 
another of those Association divisions 
which has before it a continuing task 

and in recent months it has been 
quite a task to keep up with legisla- 
tive proposals affecting the industry. 
Never before have so many bills been 
proposed affecting the housing and 
real estate financing fields. One of 
the projects which the committee has 
in work—outside its principal job of 
watching legislation—is the prepara- 
tion of a pamphlet to set forth the 


arguments for, and the necessity of, 
completely free and uncontrolled in- 
terest rates in the field of mortgage 
credit. William A. Clarke of Philadel- 


phia is chairman of the group. 





Farm Loan 


Because it has long been an im- 
portant phase of mortgage lending, 
the farm loan side of the business- 
while it was a 
quarter century ago- remains a very 
vital and vigorous force in the busi- 
ness. The Farm Loan Committee is 
continuing to sponsor regular farm 
loan clinics, and the most recent one 
at the Chicago Conference again re- 
flected the depth of interest in this 
area. Two agricultural experts, J. Car- 
roll Bottum of Purdue University 
and Fred W. Gilmore of the Federal 
Land Banks, addressed the clinic. 

One of the projects which the Farm 
Loan Committee is now undertaking 
is developing, an every-other-month 
department in The Mortgage Banker, 
each to be concerned with a 
phase of farm mortgage lending. Wil- 
liam A. Terry of Little Rock is chair- 
man this year. 


not as extensive as 


issue 





| Conventional Loan 


The Conventional Loan Committee 
has become one of the most active 
groups in the MBA organization- 
evidence of a returning appreciation 
of the fact that the conventional loan 
is the cornerstone upon which mort- 
gage banking rests. At the group’s 
recent meeting, C. A. Bacon of Den- 
ver, vice chairman, presided in the 
absence of Committee Chairman 
Carey Winston. One of the prime 
topics was the pending legislation in 
New York State to permit higher 
loan-to-value lending by insurance 
companies. It was mentioned that the 
prospects for enacting the bill into 
law are good and that New York 
State’s lead would undoubtedly be 
followed by similar legislation in other 
states. 


Four subcommittees within the 
Conventional Loan Committee are at 
work studying MBA’s three standard- 
ized forms, including the personal fi- 
nancial statement and the appraisal 
form. A proposed submission form is 
now being explored. 





Research 


As it is with every other industry 
and every progressive corporation re- 
search has become a most important 
activity. The mortgage industry is no 
exception and the growing apprecia- 
tion on the part of our own members 
of the pressing need for greater re- 
search of all phases of our activities 
is evident everywhere. At the recent 
meeting of the Research Committee. 
Chairman Samuel E. Ennis of Ham- 
mond, Ind. reported on some of these 
activities. One is an analysis of the 
single audit system, a project under 
the supervision of Fred Cordes. An- 
other is the question of management 
succession—a phase of mortgage oper- 
ation which is coming up for increas- 
ing attention, particularly by invest- 
ors. A third Research Committee 
project is the preparation of a gloss- 
ary of terms, a project being directed 
by David Savage of Philadelphia. 
Still another project which the com- 
mittee has before it is the question 
of single interest hazard insurance for 
mortgage investors. The wide range 
of these subjects and the importance 
of each one to the industry is suf- 
that in the 
gage industry as well as in industry 


ficient evidence mort- 
generally, the vital need for research 
is fully appreciated. 





Education 





The Educational Committee is a 
group whose work is never done, what 
with the extensive program the Asso- 
ciation carries out each year. At the 
recent committee meeting the group 
reviewed the NYU and SMU offer- 
this year. The members 
pleased to note that the demand for 
this type of meeting continues at a 
high level. For instance, it 
ported that for the NYU course 
applications were received of which 
only 190 were accepted and total at- 
tendance was eventually narrowed to 
177. 

Another project which the Educa- 


tional Committee has underway is a 


ings were 


re- 
990 


“se 


was 


new printing of the textbook called 
Mortgage Banking, which was origin- 
ally compiled by Robert H. Pease of 
Chicago and Dr. Homer Cherrington 
of Northwestern University. Exten- 
sive changes will be made in the book 
which, since publication, has come to 
be accepted in educational circles as 
the standard text on the mortgage in- 
dustry.* New sections on servicing are 
being added, the section on appraising 
is being expanded and the treatment 
of loans themselves will be more 
sharply differentiated as to type. 


Another project of the committee is 
the development of courses in funda- 
mental staff jobs. This is one of the 
major undertakings in the present 
MBA educational program, and is 
aimed at supplying a course of instruc- 
tion for just about every type of em- 
ployee in a mortgage loan office. 
Chairman John A. Gilliland reported 
that an extensive analysis of costs, 
methods and procedures must be made 
before a more complete announce- 
ment can be made but the ‘project is 
in the works and will provide a valu- 
able supplement to educa- 
tional efforts. 


present 





Mortgage Market | 


Since widening the market for mort- 
gages is a goal greatly to be desired, 
the activities of the Mortgage Market 
Committee stand rather high in the 
over-all MBA effort at the present 
time. It is only natural that the prin- 
cipal investor market for mortgage 
loans which could absorb a great many 


more loans than it is at the present 
time — the pension trusts — should 
come in for the greatest attention. At 


the recent meeting of the committee, 
Chairman Dale M. Thompson of 
Kansas City, named four subcommit- 
tees, each of which will have a specific 


assignment: 


* It isn’t often that a book gets prominent bill- 
ing at an MBA meeting but it happened at the 
Chicago Conference. At least two speakers made 
reference to a recently published book, The Post- 
war Rise of Mortgage Companies, published re- 
cently by the National Bureau of Economic Re- 
search, Inc. It is by Sau! B. Klaman, formerly 
with the Board of Governors of the Federal Re- 
serve System and now economist for the National 
Association of Mutual Savings Banks. Some mem- 
bers read a condensed version of it in The Mort- 
gage Banker in May, 1957, when it appeared as the 
leading article. The complete work, however, is 
more comprehensive and can be secured by writing 
the Bureau at 261 Madison Avenue, New York 16, 
New York. Cost is $1.50, but if you would like a 
reprint of the May, 1957 article the head- 
quarters office 


write 


>> Committee on Problems of Trus- 
tees and Pension Fund Managers in 
Acquiring and Supervising a Mort- 
gage Loan Portfolio. This committee 
is to study the problems of investing in 
mortgage loans from the point of view 
of the pension fund manager and to 


develop methods of solving them. 
Donald E. Nettleton, Hartford, is 
chairman. Members are William F. 


Keesler, Ravmond T. O’Keefe, H. A. 
Yoars, H. Bruce Thompson, Robert 
Sutro and J. B. Aiken, Jr. 

>> Committee Brochure. This 
committee is to consult with the MBA 
officers on the form and content of a 
proposed brochure and to develop 


on 


methods for its most effective use. 
Franklin Briese of St. Paul is chair- 
man. Members are Nathan T. Bas- 


com, Alvin E. Soniat, J. W. Hardin, 
H. A. Yoars, Dale M. Thompson and 
B. B. 


>> Committee on Prospects. This 
committee is to work with the MBA 
staff in developing a carefully selected 
list of prospects to whom the bro- 
chure should be sent and who should 
be cultivated by other methods. Frank 
J. Bell is chairman. Members are John 
R. Womer, Hector A. Hollister, D. R. 
Beaumont and Robert N. Wilson. 


Bass. 


>> Committee on Participation Cer- 
tificates. This committee is to study 
various means which are being de- 
veloped for investing in real estate 
loans without the outright purchase of 
individual mortgages. Sidney H. Tin- 
ley, Jr. of Baltimore is chairman. 
Members are Roy S. Adams, Theo- 
dore H. Buenger, John D. Yates, Ed- 
W. Dreher and Paul C. Hen- 


derson. 


ward 


One of the principal projects in 
Committee is the comprehensive bro- 
chure mentioned above. It is de- 
signed to tell the story of why mort- 
gages should be more attractive to 
pension trusts than they now appear 
to be. A New York University group 
headed by Dr. Jules I. Bogen has 
been commissioned to prepare the 
work, and a first draft has been sub- 
mitted. The scope of the presentation 
has been narrowed to the subject of 
the investment quality of FHA and 
VA loans. It is hoped the brochure will 
appear before the end of the year. 
It holds every prospect of becoming a 
valuable tool in doing an important 
job that needs to be done. 
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Biggest Problem We Face 


As is customary, there was an econ- 


omist to give a run-down on the 
economy generally and, at the Chicago 
Conference, it was the noted economic 
authority from The Chase Manhattan 
jank in New York who projected the 
and long term 


term prospects 


neat 
with emphasis on factors affecting our 


area of the economy 


And for something entirely new 
there was an address by Philip Mc- 
Callum, SBA general counsel, who 


told of the possibilities of the small 


investment company and the oppor- 
tunity it affords for mortgage bankers 
And talks on the 
known of FHA, a 


and stimulating exploration of servic- 


there were lesser 


programs lively 


ing and the investor-correspondent 


relationship, a session for farm lenders, 





nomics. 


another sponsored by YMAC and 


other features as well. 

But what may well stand out most 
prominently in the future was Presi- 
dent Nelson’s address. He summed up 
the outlook in our field by saying that 
this 
last, 


funds 
year is than 
the increase in VA interest rate seems 


the supply of mortgage 


sure to be greater 
certain to come and with it will de- 
velop a reversal in the decline in VA 
financing and, based upon events now 
taking shape, the volume of home 


building will certainly be around 
1.200.000 Starts. 
Continuing, he said that it seems 


quite clear we will not have a repeti- 
tion of last year’s financing of 
the kind provided by FNMA’s special 
that we 


easy 


assistance program and can 


Oliw\d 


_ a, 


be equally sure that the FHA activity 
will not be imperiled by lack of in- 
surance authorization. 

“So much for the short run pros- 
pect,” he said. “It should not give us 
too much concern, for, although amid 


the shifts in the money market and 
in the political arena we may have 
some anxious moments, the year is 


bound to be a good one for most of 
us. Our main concern is with some- 
thing more fundamental than any of 


this. It involves the question of 
whether or not we are drifting into 
a situation in which we shall have 


no mortgage market at all. 
“I do not think I exaggerate when 
I put the matter this badly. The plain 


fact is that the mortgage market is 


deeply involved in one of the most 





Servicing played a star role at the Chicago Conference with a stimulating session devoted to every aspect of it, particularly its eco- 
Left, group that did the job. Reginald B. Miner, vice president, John Hancock Mutual Life Insurance Company, Boston; 


Douglas C. Welton, vice president, Dry Dock Savings Bank, New York City; B. B. Bass, MBA vice president, and president, Ameri- 
can Mortgage and Investment Company, Oklahoma City, Okla.; Aubrey M. Costa, president, Southern Trust & Mortgage Company, 
Dallas; Robert M. Morgan, vice president and treasurer, The Boston Five Cents Savings Bank, Boston; Byron T. Shutz, president, 


Herbert V. Jones & Company, Kansas City, Mo. 


Right, some Conferees who were there. 


Lee Newman, Louisville Title Insurance, 


Cleveland; O. L. Rieder, The Cleveland Trust Company, Cleveland; H. L. Fulton, Central National Bank of Cleveland; Charles 
H. Christel, Rodemyer-Christel & Co., St. Louis; L. O. Young, First Mortgage Corporation of Cleveland. 
Below, left, Warren W. Phinney, Phoenix Mutual Life Insurance Company, Hartford; Perry Russell, Realty Mortgage Corporation, 


Houston; H. Archer Clark, Phoenix Mutual Life Insurance Company, Hartford. Below, right, Wednesday morning speakers; seated: 
Dwight W. Michener, economist, The Chase Manhattan Bank, New York; Philip McCallum, general counsel, Small Business Ad- 


ministration; MBA President Walter C. Nelson, president, Eberhardt Company, Minneapolis. 


Standing—H. Hoyt Thompson, presi- 


dent, Ward Farnsworth & Co., Chicago, Conference chairman; W. C. Rainford, president, Mercantile Mortgage Company, Granite 
City, Illinois, MBA clinic committee chairman. 
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More who came to Chicago. Left, Edwin W. Hudspeth, Maginn-Martin-Salisbury, Inc., Clayton, Mo.; Solon Gershman, Gersh- 
man Investment Corp., St. Louis; H. J. Buchman and Geo. C. Doering, Geo. C. Doering, Inc., St. Louis; Warren Wembhoener, 
Title Insurance Corporation of St. Louis. Principals at Farm Loan Luncheon: Lester B. Foreman, Business Men’s Assurance Com- 
pany of America, and vice chairman, MBA farm loan committee; J. Carroll Bottum, Purdue University, Lafayette, Indiana; Fred 
W. Gilmore, director, Land Bank Service, Farm Credit Administration, Washington, D. C.; William E. Terry, president, William 


E. Terry & Co., Inc., Little Rock, and chairman, MBA farm loan committee. 
Below, left, Byron Christopher Shutz, Preston L. Moss and John C. Butler, Jr., all of the Herbert V. Jones & Company, Kansas 


City, Mo.; E. C. Edmonds, The Ohio National Life Insurance Company, Cincinnati. 
Curry and Company, Oswego, Kansas; Don H. Knott, Guarantee Mutual Life Company, Omaha, 


Below, right, 


O. Deming, Jr., Charles F. 
Nebraska; A. R. Stelling, The 


Omaha National Bank, Omaha; Charles E. Curry, Charles F. Curry and Company, Kansas City, Mo. 





crucial struggles in the nation’s his- 
tory—the struggle for a sound cur- 
rency. 

“What has been developing during 
the past 
apprehension both here and abroad 
ability to keep our fiscal 
house in order. The 
became widespread with the presenta- 
tion of the Federal Budget for the 
fiscal year 1957-1958, when the pros- 
pect of mounting outlays for all sorts 


several years is a growing 


over our 
uneasiness first 


of welfare projects and subsidies gave 
rise to the belief that the budget was 
out of control. 

“As I see it, what the administra- 
tion is trying to do is to dispel this 
conviction. It is now giving its full 
weight to an attempted demonstration 
that deficits do not have to be a way 
of life in this country, and it is en- 
deavoring to handle the present deficit 
in a way that will minimize its infla- 
results. This will mean, I am 
that the the 


private borrowers are likely to find 


tlonary 


sure, for rest of year, 


a tight money market with interest 
rates hovering around present levels 
or even going somewhat higher. 
“The present tightness of long-term 
money is due more to a diversion of 
funds rather than to an extraordinary 
demand for funds. The recent and 
prospective upward trend in interest 
rates reflects again not so much a real 
funds effort 
compensate in some measure for the 


shortage of an to 


as 


loss of the buying power of capital 


that investors fear they may experi- 
ence over the period of a long-term 


debt. 

“There is only 
confidence in debt investment can be 
restored. That is to create as much 
assurance as possible that the dollars 
that are paid back will be worth as 
much as the dollars that were lent. 
Probably the most important immedi- 
ate step toward this objective is the 
balancing of the federal budget.” 


one way in which 





Praise from 

When the observations of Preside 
were being made to MBA members i 
Hotel, they were also appearing or 
ticker. 
with the views that he called 
President Nelson had not complete 
returned the call from the White H 
his day of appointments. His aide 





There President Eisenhower read them and was so impressed 
President Nelson at 


dent’s pleasure at reading his address expressing so forcefully the primary 
responsibility which the nation faces in doing everything necessary to 
achieve a balanced budget and a sound currency. 


the President 

nt Nelson appearing on these pages 
n the ballroom of the Conrad Hilton 
1 the nation wide Dow Jones news 


the Conrad Hilton. 
d his address but when he did, he 
ouse where the President had begun 
expressed to Mr. Nelson the Presi- 
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ere 
embers 


Work 


Often repeated and seldom disputed 


is the assertion that no industry ever 


modernized so far so fast as did the 
mortgage industry in the past quartet! 
century. And it hasn’t been limited to 


streamlining the loan process—mod- 
ernization has been equally apparent 
in the places where the work is done 
the customers go. Certain 


In city after 


and where 
trends have been evident 
city, many mortgage firms which have 


had 


have moved to outlying sections, often 


quarters in the central areas 


constructing their own buildings to 


meet the more demanding needs of 


a present-day mortgage 


Parking 


drive-in facilities are hallmarks of the 


operation. 


accommodations and even 


trend. But just as often mortgage 


companies have chosen to remain 
downtown, modernizing their quarters 
to meet the requirements of a changed 
industry. An inviting interior, a cheer- 
ful place to do business, have been 
recognized as worth whatever they 
cost, and that sort of thinking is evi- 
office office 


Yes, the mortgage industry has 


dent in afte1 across the 
land 
been alert to the advantages which a 
and if 
fact 


person iS In a 


good place to work provides ; 


everyone isn’t conscious of the 


it's because no one 


position to see what a transformation 


has taken place 


The venerable Lawyers Title Insurance 
Corporation of Richmond recently 
occupied its new building in its home city, 
the first home office structure in the 

title insurance industry designed and used 
solely for home office operations. 

Central section is a replica of the Governor's 
palace in Williamsburg, and the extensions 
follow the same colonial or Georgian 
architecture. Despite its link with 
Virginia's historic past, the new building 
leaves nothing to be desired in modern 
and functional design and houses a 
nation-wide operation that’s a far cry 
from that known in the title insurance field 
not too many years ago. 
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One of these new and modern buildings in the mortgage industry is that of Solon 
Gershman, Inc., and Gershman Investment Corporation in suburban Clayton, Missouri, 
outside St. Louis. The front is a mosaic framed with brass. Featured throughout is 
heavy use of aluminum, steel and glass in the modern motif. Inside is a 20 foot mural 
depicting St. Louis with a striking panorama of its business, industrial and residential 
areas. It’s a striking example of mortgage firms which have built their own buildings 
to fit present day needs. 





Modernization of interiors in mortgage offices over the country has even been more 
pronounced. Greenebaum Mortgage Company, Chicago, one of the country’s oldest, is 
an example. Recently the firm took new and enlarged quarters at 120 South La Salle 
Street and did a complete modernization with the accent on informality and warmth of 
setting. Left, the entrance with insurance, construction payout and accounting offices at 
the left and sales and executive offices and legal department to the right. Right photo, 
president's offices, Alvin G. Behnke, vice president, and Stephen G. Cohn, president. 











In Chicago’s new Inland Steel Building, a colorful and exciting combination of stainless steel and glass, Draper and Kramer, Inc. 
have extensive space incorporating new and modern conceptions of a place to work—office quarters so far advanced in functional design 
that they bear little relation to the average mortgage office of just a few years ago. Upper right and below, some views of the striking 
interior of the new Washington offices of James W. Rouse & Company, Inc. of Baltimore. 





Aaother striking study in modern architecture, both exterior and interior, is the new building housing the Louisiana Companies in 
Baton Rouge, which include the Louisiana Mortgage and Realty Company, the Louisiana Fire Insurance Company and the Louisiana 
Insurance Agency, Inc. Below left, the exterior and right the main part of the 10,000 foot space. 


i) 
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Russell H. 


executive 


Perry has been named 


vice president ol Republic 


Insurance Company. T. O. Maitre, 
secretary, was named assistant vice 
president, Dale K. Sievert, treasurer, 
and Philip G. Atkins and Bob L. 
Caldwell assistant treasurers the 
Central Savings Bank in the city of 
New York announced the promotions 


of Raymond W. 
president, and 
offic Cr 


assistant 


Rich to 


(sross to 
vice Milton 
mortgage 

Jerome L. Howard has been named 
executive vice president of Mortgage 
and Trust, Inc. of Houston, M. Mc- 
Connell, announced. For 
the past three vears, Mr 


president, 
Howard has 


served as vice president in charge of 


the company’s conventional lending 


operations and for ten years previous 


to that time was employed in the 


mortgage loan department of a major 


life insurance company 


Sidney H. Tinley, Jr., senior vice 


Bros Inc. of 


president of Weaver 
Maryland, Baltimore, has _ recently 
been elec ted a director of the M ary- 


Maryland Title 


Baltimore 


land Trust Company, 


Guarantee Company and 


Association of Commerce, and _ this 


year is serving as president of the 
Real Estate Board of Greater Balti- 
more 


William H. James has joined The 
Kissell Company in their Springfield, 
Ohio office. Jonathan Fletcher, presi- 
dent of the Home Federal Savings 
association of Des Moines, 


named the 


and Loan 
MBA 
outstanding citizen of Des Moines for 
1958 


member firm, was 


During the past year he was 
United Community 
1956 


Greate! 


chairman of the 
and in was 


Des 


Campaign 
dent of the 
Chamber of 


presi- 
Moines 


Commerce 


Vaughn J. Cook, president of the 
Hills 
Hills, 


in the operation of the firm 


Beverly Securities Company, 


Beverly California, announces 
a change 


from a partnership to a corporation 
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Dale Armstrong was named as- 


sistant vice president and manager of 


the Columbus, Ohio branch of 


“ak 


Jack L. Lockard 


new 


Dale Armstrong 


Jay F. Zook, Inc. of Cleveland. Jack 


L. Lockard was named assistant 
treasure! 
Liberty National Life Insurance 


Company of Birmingham announced 
a series of promotions in their mort- 


Thurlow C. 


gage loan department 


Guinn and Wiliam A. Turnipseed 
were named senior mortgage loan 
officers, and Elmore N. Scott mort- 


officer. In the Servicing 
Ollie E. Rollings, Jr. 
was named director of mortgage serv- 
and William Q. Hamrick and 
T. Keener Roberts were named mort- 


gage loan 
Department, 


icing, 


officers 


vage servicing 

Roy N. Severinson has again be- 
come associated with Morrison & 
Morrison, Inc., Denver. He is assistant 


vice president in the mortgage loan 


department 


Severinson was with the firm from 


1945 to 1955, when he became vice 


president of Mountain Savings & 
Loan Assn., Boulder, Colo. For the 
past two years he has been manager 


of the conventional loan department 
of Kassler & Co. 


Harold A. Moore, senior vice presi- 
Title Trust 
well-known in 


and 
the 
30 vears, has 


dent of Chicago 


Company, mort- 
gage industry for nearly 
retired but will continue to serve on 


the firm’s board of directors. He will 


as chairman of the coordi- 
nating committee of Chicago’s Cen- 
tral Area Committee, an 
tion formed two years ago to improve 
strengthen the 
the city. 


continue 
organiza- 


and central business 


district of 


It is believed that a number of 
mortgage banking firms, or groups of 
them, will organize small investment 
companies under the new Small Busi- 
One of the first 


Invest- 


ness Investment Act. 
Allied Small 
ment Corporation, which is 
by George W. DeFranceaux president 
and chairman of Frederick W. Berens 
Organizations, Washington, D. C. The 
company is expected to capitalize at 
Banks will 


new 


is the Business 


headed 


around five million dollars. 


be particularly active in_ this 


field, Bank 


the first to announce plans to set up 


America being among 


such a company. 


A. G. Wallace, of 
in the mortgage loan field, has joined 
the First National Bank Dallas as 


long experience 


an assistant vice president in the 
mortgage loan department. He will 
work with Vice President Herman 


van Maanen in the bank’s interim 


real estate financing division. Mr. 
Wallace was formerly president 
of Lewis Grinnan Company, Dallas. 
Before that he Prudential 


in the mortgage loan and real estate 


vice 
with 


was 


development department. 





A. G. Wallace Norfleet Figuers 


Norfleet Figuers of San Angelo, 
Texas, has joined the Grinnan Mort- 
gage Company, Dallas. The company, 
successor to Lewis Grinnan Company, 
and the Figuers Mortgage Corpora- 
tion of San Angelo, was organized re- 
cently and approved by FHA. It will 
operate throughout Texas and parts 
of Kansas. A branch is in operation 
in San Angelo, and soon an additional! 
branch will be opened in Midland to 
serve the Midland-Odessa area. 


American Title and Insurance 
Company, Miami, has moved its Jack- 
sonville, Fla. office to larger quarters 
named Warren T. Sheffield as 
to Jay R. 


and 
manager, 
Schwartz, president. 


according 


John T. Nixon, formerly mortgage 
loan officer, Liberty National Life 
Insurance Company, and associated 
with that company for the past 23 

years, has moved 
to Denver 
come assistant vice 


to be- 


president of Kass- 
ler & Co. Mr. 
Nixon’s duties will 
primarily revolve 
around mortgage 
originations and in 





his capacity as 
assistant vice pres- 


John T. Nixon 


ident will assume 
considerable management responsibili- 
He is a graduate of the Alabama 
Institute, The School of 
Mortgage Banking, Northwestern 
University, an Associate Member of 
the Society of Residential Appraisers 
and served as a Major in World War 
Il and awarded Legion of Merit. 


ties. 


Polytechnic 


H. Maitland Graham has been 
elected vice president and treasurer: 
H. Robert Van Gaasbeck, investment 
secretary; Richard E. Hickey, Jr., in- 
secretary; and Richard H. 


secretary 


vestment 
Shaw, assistant investment 
of the Springfield Fire and Marine 
Insurance Company, Springfield, 
Mass. 

Mr. Shaw is a graduate of Wharton 
School of Finance Commerce, 
University of Pennsylvania. From 


and 


1957-59 he served on the legislative 
committee and is currently a member 
of MBA’s Men’s Activities 
Committee. 


Young 


Mortgage Investment Corporation 
Realty 
Mortgage Corporation in the same 
city, I. Norris Blake, president of the 
former announced. A _ portfolio of 
$15,000,000 of Realty Mortgage Cor- 
poration is involved bringing Mort- 


of Richmond has acquired 


gage Investment’s servicing volume to 
more than $130,000.000. All Realty 
the 
Mortgage Investment organization in- 
cluding Jack D. Ludwig, president 
and Stanley Funk, vice president. 


Mortgage personnel will join 





Parker Jackson was elected treas- 
urer of Wallace Moir Company, Bev- 
erly Hills, at its annual meeting of 
directors, according to the announce- 
ment of Wallace 
Moir, president. 
Mr. Jackson is a 
graduate of the 
University of Cal- 
ifornia at Los An- 
geles, obtained his 
Master’s Degree in 
accounting from 
the University of 
Southern Califor- 
nia, served in the 


Parker Jackson 


Finance Corps of the Armed Forces 
in Germany and devoted several years 
to the practice of public accounting 
before joining the Moir organization. 


Beginning now, you can expect a 
rash of speeches in tribute to the 25th 
anniversary of FHA, and the occasion 
will serve as an excellent opportunity 
to let more people know about just 
what this agency has accomplished. 
One of the first the 
other day before the Miami Kiwanis 
Club by Brown L. Whatley, former 
president of MBA and president of 
Stockton, Whatley, & Com- 
pany, Jacksonville. 

“The Federal Housing Administra- 
the 
taxpayers one cent in 


was delivered 


Davin 


tion hasn’t cost government or 


the American 
its 25 years,” he said. 

“FHA has paid back every cent of 
the initial millions set aside for the 
establishment of 


“It was born with an economically 


the agency 


when nothing else 


the 


sound structure 
business 


The 


building industry was flat on its back, 


was safe during worst 


depression in American history. 


the mortgage financing business hos- 





N. C. R. BOOKKEEPING 
MACHINE FOR SALE 


Due to our conversion to |.B.M. 
we are offering the following: 
Serial +5643401 
Model +32-10-08 (18CB) 20SP 
This machine was purchased 
new in 1957 and has been 
kept under a full maintenance 
contract. Available for inspec- 

tion by appointment. 


GREAT LAKES 
MORTGAGE CORP. 


111 West Washington Street 
Chicago 2, Illinois 











pitalized with no cure in sight. 

“FHA is not a government lending 
agency, nor a welfare agency. It was 
born of simplicity and directness, ap- 
plying old principles, wiping out the 
need for second mortgages, setting up 
mortgage insurance. It is successful, 
self-supporting, pays all of its own 
operating costs and as a result three 


out of every five American families 
own their own homes. 

“FHA has lost 31/100ths of one 
per cent of $53 billion on 300,000 


mortgages. It has made possible more 
than 4,700,000 new family units in 
twenty-five years. It has issued $42 
billion in housing insurance. The loss 





on this insurance has been but 
14/100ths of one per cent.” 
AND BUSINESS NEEDS 
In answering advertisements in this column, 


address letters to box number shown in care of 
The Mortgage Banker, 111 West Washington 
Street, Chicago 2, Illinois 











South Florida mortgage company of ex- 
cellent reputation offers exceptional op- 
portunity for mature lady to take full 
charge of shipping FHA and VA loans to 
investors and FNMA. Also male or female 
to prepare closing papers for FHA and VA 
loans. Must be completely experienced. 
Excellent salary and working conditions. 
All replies confidential. Write Box 548. 


INVESTMENT PERSONNEL 
New England insurance company has need 
for following Investment Department per- 
sonnel: Mortgage Loan Underwriter—Ap- 
praiser with five or more years experience, 
preferably on income properties; Security 
Analyst with three to five years experience; 
Security Analyst with up to three years 
experience. These positions offer splendid 
opportunities for qualified personnel in- 
cluding attractive salary, generous fringe 
benefits and some travel. Write Box 550 


MORTGAGE EXECUTIVE 
AVAILABLE 


Eight years Savings Bank experience in 
large volume Nationwide VA and FHA 
origination. Also Conventional Apprais- 
ing, Construction Loans, Advance and 
Stand-By commitments. College. Will re- 
locate. Write Box 551. 


N. Y. REPRESENTATIVE 
Experienced marketing FHA, VA, 
Conventional loans. Strong sales and legal 
background. Investor contacts. Available 
Write Box 552. 


and 


ASSISTANT SERVICING MANAGER 
Dovenmucehle, Inc. has an opening for a 
man with mortgage servicing and collection 
experience. Age 25-35. Submit complete 
résumé covering experience and salary re- 
quirements to: 
William I. De Huszar 
Vice President & Treasurer 
DOVENMUEHLE, INC. 
135 S. La Salle St. 
Chicago 3, Il. 
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Stop Me If 





You've Heard— 








“Tell me.” one married man asked 


another “are you able to earn money 


599 
as tast as your wile can spend it 


Yes,” ‘My wile’s 


spending doesn't bother me It’s the 


replied the other 


government I can’t keep up with.” 
By 
C2), 
. & 


Asked what he did for recreation, 


if and when he got to town, one of 
those Texas cowboys confessed. “I 
most always go dancin’ if there is 
one.” 

Why, nobody’d guess you knew 
how to dance,” the questioner eCX- 


claimed 


“Heck I can’t dance a lick,” the 


cowhand admitted, “but boy, I sure 
like to hold ‘em while they do!” 
eS), 
. 

\ mountaineer, seeing his first 
motorcycle roaring along the road, 
raised his rifle and banged away 

“Did you get the varmint?” called 


his wife. 

“Hit it but didn’t kill it,” came the 
answer. “I can still hear it growlin’ 
but I sure made it turn that pore man 


eS 


“Il hear you had quite a party in 
your office last night,” one secretary 


loose!” 


chirped to anothe 
“That’s right. An out of 
tomer was in, and the fellows thought 
they'd 
him.” 


town cus- 


put on a little wing-ding for 


“Did you hear any funny stories?” 


“I sure did. You should have heard 
the fellows calling up their wives to 
explain why they wouldn’t be home 
Dealers Digest 


until late.” 


oD 


\ fisherman was hauled into court 


for catching ten more bass than the 
not guilty?” 


law allowed. ‘Guilty or 


asked the judge 
“Guilty,” said the sportsman 
and costs,” 


“Ten dollars 


judge. 
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said the 


After paying the fine cheerfully, the 
defendant asked, “And 
honor, if I may, I'd like several copies 
of the record to show four 
friends.” Northwestern Banke) 


Fe 


reading the 


now, your 


court 


Lawver (afte will 
“I’ve got bad news for vou folks. He 


took it with him.” 


& 


A nagging wife bought her husband 
two neckties for his birthday. The 
next morning he donned one and 
made a grand entrance for breakfast. 

“Hummmph!” snorted the nagget 


him. “So didn’t 


when she saw you 


like the other one, eh: 


EB 


“Oh,” cried the blonde. “Here’s the 


place mother told me to stay away 


from. I thought we’d never find it.” 
St. Peter: Really, you know, you 


atheists can’t come in here. 
Soviet Delegation: We know it. We 
just want our dog back. 


“Kiss me,” said the boy as he 
parked the car. 

“No,” she said, “let’s find another 
spot. I don’t believe in love at first 
site.” Commerce 


Fat dowager in a bus trod upon the 


foot of an irritable gentleman who 
was trying to read his newspaper. 
“Madam,” he said coldly, “I will 


ask you kindly to get off my foot.” 
“Put 


she said sharply. 


your foot where it belongs,” 


“Don’t tempt madam, don't 


me,” he 


me, 
murmured. 


“Congratulations, my boy. You will 
always look upon this as the happiest 


tempt 


day of your life.” 
“But I’m not getting married until 


” 
tomorrow. 


“Yes, I know.” 


acy 


A Bostonian visited San Antonio 
and asked a native, “What is that 
dilapidated ruin over there?” 

“That, suh, is the Alamo. In the 
building, suh, 136 immortal Texans 


held off an army of 15,000 of Santa 
Anna’s regulars for four days.” 

“Um-m-m,” said the 
“and who was that man on horseback 
on the hill over there?” 


Bostonian,” 


“That, suh, is a statue of a Texas 


Ranger. He killed 46 Apaches in 
single-handed combat and broke up 
27 riots in his lifetime. Where are 
you from, stranger?” 
“I’m from Boston. We have ou 
heroes there, too. Paul Revere, for 
” 


instance 
“Paul Revere!”’ snorted the Texan. 
“You mean that man who had to ride 


for help?” 


Two dogs were talking. 

“What’s your name?” asked No. 1. 

“IT don’t know exactly,” replied No. 
2, “but I think it’s ‘Down Boy.’ ” 





“I’m in a hurry, Miss Wray, 
so don’t bother with 
your shorthand.” 
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LL. polic 


OLUES.. 


Dt 


The sure protection afforded by a Title Insurance and Trust 
Company policy stems from... 

© a sound, conservative management. 

e assets of over $65,000,000. 


© complete land records in every county it serves. 
(T.1. is the only California Title Company with such complete records.) 


e America’s largest staff of title specialists. 
© over 65 years of experience. 


These are reasons enough to insist on “T.I. Protection” — 
California’s best safeguard for buyers and lenders. 





) 
I) 


America’s Largest Southern California's 
Title Company Oldest Trust Company 


Title Insurance and 
Trust Company 


433 SOUTH SPRING STREET, LOS ANGELES 54 
MAdison 6-2411 


Branches and subsidiary companies in fifteen California counties. 

















In 1861, the Pony Express was just nine months old 
and fast becoming an American Legend. Operating out of 
St. Joseph, Missouri, its hardy riders covered the 1,960 
miles to California in just eight days. That same year saw 
the beginning of Kansas City Title Insurance Company. 
Today mortgage bankers rely on its financial strength 
and experience gained from nearly 100 years of service. 








Title Insurance... 


For fast relay of mortgage transfers 


Ride roughshod over the delays and inconveniences of title 
tie-ups with a Kansas City Title Insurance Company policy. 
It gives you speedier and more profitable mortgage transfers. 
It gives your customers the predetermined title security 
they demand. 

Call in a Kansas City Title Insurance Company agent 
today for complete title service that saves your time and 
protects your profits. 


UGtn ne sy” Capital, Surplus and Reserves Exceed $5,500,000.00 
Since 1861 925 Walnut, Kansas City 6, Missouri 





Branch Offices: 


Baltimore, Maryland; 210 North 
Calvert St. 


Little Rock, Arkansas; 214 Lovisi- 
ana St. 


Nashville, Tenn.; S.W. Cor. 3rd & 
Union St. 


Jackson, Miss.; 518 East Capitol St. 
Denver, Colo.; 1845 Sherman St. 


Licensed in the following states: 


Alabama, Alaska, Arkansas, Colo- 
rado, Delaware, Florida, Georgia, 
Indiana, Kansas, Louisiana, Mary- 
land, Mississippi, Missouri, Mon- 
tana, Nebraska, Nevada, No. Caro- 
lina, Ohio, S. Carolina, Tennessee, 
Texas, Utah, Virginia, Wisconsin, 
Wyoming, and the District of 
Columbia. 

Directory of Agencies furnished on 
request. 











